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The Peoria Life has taken another long step 
forward in its program of Service. The word 
“rejection” has been removed outright from the 
Peoria Life dictionary. A policy is now issued 
on positively every application submitted by a 
Peoria Life Agent. 


The history of the Peoria Life is an unbroken 
record of broadening Service. The unusually 
favorable features of Peoria Life policies are well 
known. The terms of its Income Disability and 
Double Indemnity benefits are unusually liberal. 
The Free Medical Examination and Thirty Min- 
‘Cooperation Headquarters” ute Settlement of Death Claims build priceless 


Home Office Building of the Peoria Life. Owned good will for Peoria Life Agents. 
by the Company, without lien or encumbrance of 


any kind. Built from ies current seceipta, without 
rename tet < sate ey The latest advance is the issuance of a policy on 

“Policies Strong as Fare every application— without doubt one of the 
Mortgages Can Make Them!” most important and useful ever put in effect by 
the company. It is of course of untold value to 
Good... applicants hitherto considered uninsurable. 
From the agent's viewpoint, no one can fail to 
Contracts see its immense advantage. For every application a 
to Cle an, Peoria Life agent secures, he receives a policy which 
Live he can deliver! That's some advantage, wouldn't 


Agents you say? 














Peoria Life Insurance Company 


Peoria, Illinois 
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There is an Equitable Policy for every Life Insurance Need 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 


OF THE UNITED STATES 
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NEW YORK REPORT’S 
ADVANCE FIGURES 


Insurance Department Gives Sta- 
tistics of Life Companies on 
Last Year’s Returns 





METROPOLITAN IS LEADER 


How the Various Offices Line Up in 
the Way of New Business Written 
in 1922 





The New York department has got- 
ten out its advance report showing the 
transactions of life companies last year. 
The Metropolitan leads in new business, 
its group and ordinary combined being 
$807,887,268. The New York Life is 
next with $610,500,283. The Equitable 
is third with $547,641,956, the Mutual 
is fourth with $369,645,678. The Metro- 
politan has ordinary and group insur- 
ance in force $4,395,324,118. The New 
York Life has insurance in force $4,042,- 
169,658; the Equitable $3,061,423,952 and 
the Mutual Life $260,603,737. 

In the medium sized companies the 
Guardian Life leads in new business, its 
total being $34,215,942. The Home is 
next with $27,453,716. The Security 
Mutual then follows with $10,934,067 and 
the Manhattan with $9,154,731. 


Companies of Other States 


Of the companies of other states the 
Prudential leads in ordinary and group 
business with $476,798,478. The Trav- 
tlers comes next with $416,965,760. The 
Northwestern Mutual is third with 
$270,283,613 and the Aetna Life is next 
with $29,424,068. Other leading com- 
panies are the Bankers Life of Iowa, 
$12,824,820 Connecticut General, $99,- 
*57,175; John Hancock, $143,686,598; 
Massachusetts Mutual, $145,827,429; Mu- 
tual Benefit, $179,727,496. New England 
Mutual, $85,756,763; Penn Mutual, 
155,884,938; Provident Mutual, $83,- 
‘70,073; Union Central, $122,759,143. 


Industrial Business 


_ The Prudential leads in new industrial 
puurance for 1922; its total writings 
cing $631,814,968. The Metropolitan is 
text with $563,458,161. The John Han- 
a: has $196,715,935 and the Colonial 
- ew Jersey $15,844,747. The Morris 

user in industrial insurance 
m. total new business written by 
mpanies licensed in New York was 

and Ta _The total new ordinary 
a .8roup business of New York com- 
ae amounted to $2,444,640,468. The 
unt of companies of other states 


Ww ; ; 
126 Tee 826,488 and industrial $324,- 





Two New Members Elected 


Unite, State Life of Des Moines and the 
admit: idelity Life of Dallas have been 
ed to membership in the Ameri- 


TWISTING BILL IS UP 


HOUSTON STRONG FOR ACT 





Life Presidents Association Desires 
Amendment in Illinois Measure to 
Make It Less Stringent 





There is considerable difference of 
opinion as to the desirability of the 
anti-twisting life insurance bill that was 
introduced in the Illinois legislature at 
the instance of Superintendent Houston 
of the insurance department. The de- 
partment is giving the bill very strong 
backing. The Chicago Life Underwrit- 
ers Association and in fact the life 
underwriters associations in other parts 
of the state are much interested in it 
and are supporting it. 

A number of men who brought the 
conspiracy suit against Superintendent 
Houston, the executive committee of 
the Chicago Life Underwriters Associa- 
tion and the members of the Managers 
Association in Chicago, appeared before 
the senate investigating committee to 
talk over the anti-twisting bill, these 
men being solidly arrayed against it. 

Frederick H. Calkins, attorney for the 
Life Presidents Association, has been in 
Springfield. Mr. Calkins declared that 
the Life Presidents Association desires 
to have the bill amended. He takes the 
ground that innocent companies may be 
penalized. He believes that the lan- 
guage should be made clear so that only 
those companies shall be declared guilty 
who knowingly twist business. He 
feels, for example, that no business 
should be transferred from one com- 
pany to another without Consent of the 
original company. Many agents feels 
that the Presidents Association should 
get squarely back of the bill and Super- 
intendent Houston. 

EASTERN VIEWPOINT 

NEW YORK, April 25.—Executives 
of the life insurance companies of the 
east have no sympathy whatever with 
policy twisting as commonly under- 
stood, and would regret exceedingly if 
their opposition to the anti-twisting bill 
now before the Illinois legislature were 
construed in any way as an endorse- 
ment of the reprehensible practice. 
Their objection to the measure in ques- 
tion, which is warmly championed by 
the Illinois insurance department and 
by the life agents of the state and pre- 
sumably will be enacted into law, is 
based upon two of its provisions, which, 
were they eliminated, would make the 
bill entirely acceptable to the head of- 
fice managers. The bill now under re- 
view prohibits the payment by a com- 
pany or the receipt by an agent of 
commission upon a policy transferred 
from another company, and imposes a 
penalty of from $500 to $1,000 fine for 
violation, although the company may be 
an entirely innocent party to the trans- 
action, the agent perhaps having mis- 
informed it as to the nature of the risk. 
It is wholly conceivable, executives 
maintain, that an assured was given 
an improper policy by an ignorant or 
a designing agent, and that it would 
be to the interest of the policyholder to 
make a change. 

One of the big companies here makes 





Life Convention. 





a practice of asking its agents whether 








TEST CASE IS BROUGHT 


BUSINESS POLICY INVOLVED 





Question Arises Under the Old Law 
Whether Proceeds of Such a Con- 
tract Are Taxable 


PHILADELPHIA, PA.,, Apr. 25.— 
An important life insurance test case 
is before the United States Court of 
Claims at Washington, in a suit filed 
by the Supplee Biddle Hardware Com- 
pany of Philadelphia against the govern- 
ment. The question 1s whether a cor- 
poration suffers the loss of a capital 
asset in the death of one of its officers 
and is entitled to the benefits of an in- 
surance policy to equalize the loss. 

Disposition of the suit will determine 
whether a corporation shall be com- 
pelled to pay income taxes on the bene- 
fits of a policy of which it is made the 
beneficiary by one of its officials. The 
government contends that the proceeds 
of insurance policies in question are in- 
come because the services of an officer 
are not a capital asset. 

The hardware company is suing the 
federal government for $55,153,89 which 
it was compelled to pay in income tax 
by reason of the addition of a $100,000 
insurance policy as part of its income. 

Robert Biddle, 2nd, president and 
manager of the tirm, died in 1918 leav- 
ing the firm two policies of $50,000 each. 
In arguing the case A. Mitchell Palmer 
and Frederick L. Clark of Philadelphia, 
attorneys for the hardware concern, 
contended the insurance did not repre- 
sent income within the meaning of the 
revenue act of 1918 and the sixteenth 
amendment. Congress since amended 
the law placing the proceeds of business 
policies on the same plane as personal 
policies. 


the application for indemnity is to re- 
place a policy already in force in a 
rival office, and if such prove to be the 
case, it at once addresses the primary 
writing company stating the circum- 
stances and giving it opportunity to 
hold its assured if possible. Should the 
latter be unable to supply exactly what 
the policyholder seeks, the second com- 
pany is then free to take the business. 
If the Illinois measure were amended 
with such a proviso, executives feel it 
would deal with the situation. The sug- 
gestion when offered, however, failed to 
meet favor with the framers of the bill 
who insist upon its passage in its pres- 
ent form, and will brook no change of 
any kind. A further weakness of the 
measure is that it leaves no option as 
to the intent of the agent soliciting the 
transfer of a policy, holding the act of 
substitution a violation per se. This 


lit is argued is a mistake and is con- 


trary to general law procedure which 
construes all statutory violations ac- 
cording to the underlying motive. Mon- 
tana and Michigan both have laws 
licensing life insurance abstractors, who 
are forced to take an examination be- 
fore credentials are granted them. Life 
men in Michigan where the law was 
first passed, declare that since its adop- 
tion the free switching of policies has 
notably decreased, although they feared 
that licensing abstractors would place 
the stamp of official approval on it. 


PROVIDENT VIEW ON 
DISABILITY CLAUSE 


| Official Tells Why Company Now 
| Offers This Form of 
Protection 


ROUNDS OUT ENDOWMENT 


Completes Plan of Selling Contracts 
Maturing as Old Age Pension— 
Against Double Indemnity 


PHILADELPHIA, PA., April 24.— 
While the demerits, shortcomings, and 
undesirable features of the total and 
permanent disability clause are being 
discussed by company officials every- 
where, it is of value to have the views 
of one of the officials of the Provident 
Mutual Life of Philadelphia. Nearly all 
life insurance men know the Provident 
did not issue a total and permanent dis- 
ability clause until manv years after 
practically all the prominent companies 
had put on the market a clause of one 
form or another. In fact, it was only 
early last year that the Provident an- 
nounced its entrance into the total and 
permanent disability field. The com- 
pany decided to use a disability clause 
only after a prolonged study of the 
whole subject. By ‘waiting as long as 
it did the Provident had an opportun- 
ity to observe what the other companies 
were doing regarding the disability fea- 
ture, what experience was being accu- 
mulated, what kind of claims were being 
presented—in brief, what the disability 
clause was doing to companies from a 
loss standpoint. The conclusions of the 
Provident, or at least the opinions of 
one of its principal executives, are il- 
luminating as they disclose a viewpoint 
held regarding the disability clause that 
is perhaps not shared by many other 
company executives. 

First Clause Unsatisfactory 


This official in stating his opinion 
said, “We remained on the outside al- 
together for a long time, as you know, 
because for many years few companies 
had a clear cut, positively defined, dis- 
ability clause. The terms of most of 
them were vague and indefinite. They 
left an uncertainty, and made it possible 
to interpret a claim more than one way. 
Now most of the companies are using 2 
clause that states flatly just what dis- 
ability is. If, after the waiting period, 
90 days with most companies, has been 
exhausted the policyholder is obviously 
and thoroughly unable to continue in 
his former occupation he is regarded 
as totally disabled, and the total and 
permanent disability clause commences 
to operate. 

Wanted Certainty 

“We never cared to issue a clause 
uncertain in its definitions. That is not 
the function of a life insurance com- 
pany. Life insurance has always stood 
for certaintv and protection. The man 
buying a life policy knows that his 





family will be positively protected in 
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the event of his death. If he buys a 
limited payment contract he knows 
that, at the expiration of the period 
stipulated, premiums will cease. If he 
acquires an endowment policy he rests 
secure in the knowledge that at the age 
specified the company will pay him the 
face of the contract. In all forms of life 
insurance there is no doubt as to what 
the company will do. Life insurance 
stands on its record and the words “life 
insurance” are synonymous with safety, 
security and certainty. 

“While the disability clause did not 
fall into this class we did not care to 
experiment with it. We did not want 
to incorporate in our contract anything 
that tended to mar the impression al- 
ready held by most people regarding 
life insurance. I remember when a very 
prominent company paid only 25 per- 
cent of the total and permanent dis- 
ability claims made against it in one 
year. A reading of these figures made 
a great impression upon me. It showed 
how the disability clause had been mis- 
sold or misundersto-d. During the 
years there was all this bickering be- 
tween the companies and the holders 
of policies containing the disability 
clause I believe that life insurance was 
harmed, at least to an extent. Now that 
this has passed, and the companies are 
issuing a plainly stated, easily under- 
stood disability clause the writing of 
this feature becomes another matter. 


Long Term Endowment 


_ “We believe that the disability clause 
is valuable to us because it rounds out 
a form of protection in which this com- 
pany has always specialized—long term 
endowment. Our men have always been 
taught “to present life insurance as a 
protection for a man’s family during 
his earning years, and an old age pen- 
sion for himself in later life. We have 
always declared that life insurance 
serves a two fold purpose, and that, in 
a large number of instances, a prospect 
should be sold long term endowment 
instead of just ordinary life. But with- 
out the disability clause a policyholder 
cannut be absolutely certain that the 
program that our agent has laid out 
for him will be carried to its conclusion, 
unless his contract contains the pro- 
tecting elements of the total and per- 
manent disability clause. Our agent 
shows how he can adequately provide 
tor his family in the event of death, 
and how the contract will take care of 
him in his declining years, but the 
whole thing might be upset by total and 
permanent disability. Where a man is 
paying a somewhat higher premium for 
his life insvrance with the idea in mind 
that some day his life insurance policy 
is going to pay him a salary for life 
it is of the first importance that his 
contract be so worded as to give him 
absolute “ssurance that his program is 
going to be carried out in spite of any 
contingency. The total and permanent 
disability clause gives this finishng 
touch to the long term endowment con- 
tract. 


Not Accident and Health Policy 


, “We are not in the business of issu- 
ing total and permanent disability ben- 
efits with any speculative or gambling 
idea in mind. We have no hankering 
for the fleshpots of the accident and 
health companies, Accident insurance 
has an entirely different function. We 
are not issuing double or triple indem- 
nity or including any frills in our dis- 
ability clause of any nature. We will 
not let our men present our disability 
clause in such a way that it gives any- 
one the impression that it is an accident 
or health policy. It is plainly a clause 
providing for a particular kind of con- 
tingency, and not designed to supplant, 
or even supplement in any way, an as- 
sured’s accident and health contract. 
It is the gambling element in the dis- 
ability clause of some companies that 
is dangerous. It gives the wrong im- 
pression, leads the assured to think he 
is going to get something that he will 
never get, and places a company in a 
position where it does not know just 


NEW RULE ANNOUNCED 


PROMOTIONS FROM THE RANKS 





Annual Meeting of the General Agents 
Association of the New England 
Mutual Life 





At the annual meeting of the General 
Agents Association of the New England 
Mutual Life it was decided in a confer- 
ence with representatives from the home 
office that hereafter promotions to gen- 
eral agencies would come from the New 
England Mutual Life ranks. No out- 
side agents will be considered. Both 
the general agents and the home office 
feel that this will serve to inspire men 
with the rate book to greater effort. 
Albert Thompson, general agent at De- 
troit, was elected president, Merle Sum- 
mers of Pittsburgh, vice-president; F. A. 
Peterson, secretary. Edgar C. Fowler 
of Chicago was elected a member of the 
executive committee at large. There 
were present from the home office Vice- 
Presidents Appel and Smith and Secre- 
tary Partridge. 

Much interest was taken in the New 
England Mutual school, which will be a 
permanent institution, the course being 
given during the four weeks of Febru- 
ary each year at the home office. This 
school is for those who have had ex- 
perience. It is thought that aspirants 
for general agency offices will be in- 
duced to take the school course. In 
fact, this will be required. The first ap- 
pointment under the new rule is that of 
Neub & Smith, to become general agents 
at Indianapolis, both having taken the 
course in February at the home office 
and both being experienced New Eng- 
land Mutual men. 


Provident’s Big Gains 
Practically a 50 percent increase over 
the corresponding period of last year is 
shown in the premium income report of 
the Provident Life & Accident of Chat- 
tanooga for the first quarter of 1923. 
This year’s income for the first three 
months was $519,183 as against $349,918 
for the same period last year. Officials 
of the Chattanooga company are confi- 
dent that the total for the year will run 
in excess of $2,250,000. 


Atlantic Life Moving 


The Atlantic Life is now engaged in 
moving its home office quarters from 
the Virginia Railway & Power building, 
Richmond, to the Chamber of Com- 
merce building at Sixth and Main 
streets, which it bought some time ago. 
It is understood that it will occupy at 
least four floors in this building. Vir- 
ginia Manager A. O. Swink will con- 
tinue to maintain his office on the second 
floor of the Mutual building at Ninth 
and Main streets, because of this build- 
ing’s more central location. 





“It might even be stated that a double 
indemnity feature in a life contract is 
unfair and against the best interests of 
certain policyholders. For instance, 
suppose two men insured in the same 
company alight from a street car and 
step in front of a rapidly moving auto- 
mobile. One man is killed outright, 
while the other steps aside just.in time 
to avoid disaster. Vhe man who is 
“illed was a verv wood friend of the 
man who escaped uninjured. The man 
who avoided death is greatly shocked 
and broken by the death of his friend. 
He cannot recover quickly from the 
experience. Perhaps his health breaks 
and his run down condition leads him 
into tuberculosis. He lingers on for a 
few vears and dies. During his period 
of disability he accumulates large ex- 
penses, and vet the family of the man 
who was killed outright receives twice 
as much as his familv does. This is an 





how much it is going to lose through a 
loosely drawn and liberal disability 
provision. | 


extreme case but it illustrates the point 
I am making. Double indemnity is 
speculative and a gambling feature.” 


KRESGE CASE DROPPED 


NEW YORK AGENTS WITHDRAW 





Will Not Take Out Any of the $5,- 
000,000 Life Insurance Ap- 
plied For 





NEW YORK, April 24.—The with- 
drawal of application for license on the 
part of Wallace Scott and J. E. Briggs, 
who were attempting to place the $5,- 
000,000 insurance policy for S. S. 
Kresge of Detroit, takes the matter out 
of the hands of the New York insur- 
ance department. It is also interpreted 
as a frank admission on the part of Mr. 
Scott and Mr. Briggs that Mr. Scott 
desired to be licensed as an insurance 
agent to handle a single case, thus 
clinching the argument of the New 
York Life Underwriters Association. 
Mr. Kresge has decided’ to do without 
insurance. 

Great Interest 


Very few insurance matters excited 
as much public interest as the Kresge 
insurance controversy. The New York 
Herald, which recently dug up the 
story, has been playing it up on the 
front page daily, and the New York 
Times is now preparing an article which 
will appear in a few days filling a num- 
ber of columns, touching on life in- 
surance matters in general but written 
at this time on account of the Kresge 
deal. 

In brief, the history of the case is 
that George H. Beach of George H. 
Beach and Company of New York and 
Detroit, has spent a good deal of time 
and effort to persuade the millionaire 
store owner to purchase a big life in- 


Shown 


surance policy. His effort extended 
over a number of years. He finally 
succeeded in persuading Mr. Kresge, 
but on the day of the examination 
Wallace Scott, a New York stock 
broker and member of the stock ex- 
change was in Mr. Kresge’s office. 


Having had some previous life insur- 
ance experience back in the old days 
Mr. Scott saw an opportunity to make 
a nice sum of money, so the story goes, 
and persuaded Mr. Kresge to let him 
handle the deal. 

J. E. Briggs, an inspector of agencies 
for the New York Life, was brought 
in on the deal by Mr. Scott. From all 
outward appearances Mr. Briggs was 
the agent. It is not his custom to 
handle such big deals and this excited 
the interest of the New York Life Un- 
derwriters Association. The facts also 
crept out through the physician who 
examined Mr. Kresge in New York. 
Mr. Kresge, being unaware of the sit- 
uation, told the examiners that Wallace 
Scott of New York, was the agent. 
Some of the examiners put Mr. Scott’s 
name in their blanks. 

Association Took Action 


At this point the Life Underwriters 
Association took it up and pointed out 
that Mr. Scott was only being licensed 
to handle the one case. Its point of 
view is that the business was worked up 
in Detroit and belongs to a Detroit 
agent. No New York agent has any 
claim to it whatever. The insurance de- 
partment called both men before it to 
show cause why license should not be 
refused setting the hearing for Tues- 
day. Both men then withdrew applica- 
tion for license. 

A peculiar angle of the case is the 
fact that James H. McIntosh of New 
York is Mr. Kresge’s lawyer. Mr. Mc- 
Intosh, until a few months ago, was 
general counsel of the New York Life. 
Mr. McIntosh was quoted in the New 
York Herald as saying that the New 
York Association was a union. 

Will Net Take Any 


The Herald quoted Mr. McIntosh as 
follows: “Mr. Kresge decided to aban- 


HOME STATE’S FIGURES 


ee 


NEW BUSINESS IN NEW YORK 





Metropolitan Life Was the Leader in 
New Ordinary and Group Insur- 
ance in 1922 





The Metropolitan Life led the com- 
panies in new business in its home state 
last year, its total ordinary writings be- 





ing $178,093,424. It has insurance in 
force $842,474,375 in New York, it being 
a gain of $105,822,500. The New York 
Life had in new business $135,326,004 
and has in force $800,235,031 being a 
gain of $82,502,964. The Equitable Life 
of New York reported in new business 
$130,543,502 and has in force $689,557,- 
586, increase $83,298,592. The Mutual 
Life came next with new business $70,- 
821,930; insurance in force $800,235,031, 
gain $37,042,543. 

Naturally there is a wide gap before 
reaching the other companies. The 
Guardian Life now leads the next group 
of companies, its new business being 
$9,049,382, insurance in force $38,040, 
758, gain $3,312,006. The Home Life 
was next with new business $5,488,543; 
insurance in force $38,699,217 gain 
$2,421,164. 

Companies of Other States 


Of the outside companies the Trav- 
elers leads in new ordinary business in 
New York with $110,330,492. Next 
comes the Prudential with $100,272,954 
These companies lead all the others by 
a long way. The next group is led by 
the John Hancock Mutual with new 
business in New York $45,435,319. 
Other companies in that group are the 
Mutual Benefit, $39,571,582; Northwest- 
ern Mutual $33,841,770; Penn Mutual, 
$31,523,914; Union Central, $28,277,837: 
Aetna Life, $27,847,357; Connecticut 
General, $21,806,163; Massachusetts Mu- 
tual, $22,625,974. ; : 

The Metropolitan led in group bust 
ness in New York state, its business 
being $85,302,359. The Travelers came 
next with $59,845,465. The Equitable 
was next with $32,290,284. The Aetna 
Life was next with $32,268,784. ; 

The Prudential led in new industrial 
business in New York state, its figures 
being $167,555,505. The Metropolitan 
was next with $136,835,308. The John 
Hancock had $34,827,788. 


Recapitulation Is Growing 


In the recapitulation New York state 
companies show new business $542,011; 
826 in their home state; companies 0 
other states $548,167,603. Group busi- 
ness amounted to $225,392,794; indus- 
trial $349,254,679. This makes a total o! 
new insurance in New York state last 
year $1,664,826,902. There was term 
nated $741,564,435, leaving insurance ™ 
force in the state $8,147,932,780. This 
was an increase of $923,699,762. 

The only company showing a decreas 
in insurance in force in New York State 
was the United States Life, it having 
written $665,534 and terminated $8/*- 
854; insurance in force $5,291,706; de- 
crease $207,320. The Postal Life shows 
a decrease of $114,650 in group insur 
ance in force and the Morris Plan shows 
$115,325 decrease of industrial insur 
ance in force. 

—————— 








him too much annoyance. He decided 
that if the insurance companies Pr 
ferred to give the agents commissions 
rather than to do insurance business M 
was willing. Some of his applicatio™ 
had already been acted on, but he & 
cided that if the companies are _ 
cerned about paying commissions rat “ 
than insuring lives he would drop t 
matter entirely.” 


Lamar Life to Build 


The Lamar Life of Jackson, rk 
will erect a 10-story home © =< al 
ing on lot recently purchased on CaP. 
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AGENCY OFFICERS GET 
IMPORTANT ADDITIONS 


Aetna, Prudential and American 
National Join the Asso- 
ciation 


DENY ADVERTISING PLAN 


Officers of Body Say They Have Not 
Given Consideration to Any 
Definite Scheme 


NEW YORK, April 24 


Since the be 


ginning of the present year the etna 
Life of Hartford, American National 
Life of Galveston, and the l’rudential of 


jomed the Association ot 


Newark, have 


Life Agency Officers. increasing thereby 


the membership of the organization to 


) companics of this country and ¢ 


\ss Clati 


and 


al 


ada. for thx m is International 


scope representatives of ot 


, , 
hees tron across the bord ure 


and 


conte, 


interested in its 
much | 


the 


progress 
enent tt 
compan 


| he Ace¢ 


on 1s 


thy 


men irom 


the line readit delevates 
the three 
Irick A 
repre 
\n- 
the 
W. 
the 


o tl association trom 


are Wee 
agency superintendent 
sentne the Aetna Life: C. Hubert 
lerson, manager otf agencies ol 
(American National and 
Munsick, vice-president 
Prudential. 

Early in June it is 
executive conimittee of the 
will meet and arrange 

r the next annual gathering, to be held 


ership companie 





Charles 
second ol 
the 


ization 


ipated 
oryvat 


th 


anti 


tor program 


on Armistice Day, Nov. 11. While the 
ocation for the gathering has not vet 
| determined upon, nor will it be 
until the executive comm ttee meets, the 
ron probabilities are that Chicago 
will b chosen Chat citv is central to 
th ajority of the company member 
ship, and desirable as a gathering place 
from other standpoints 
Plan Is Denied 
he mMpress on m some wav has got 
1 abroad that th Assoc‘ation of Lite 
Agency Officers has under review a con 
‘rete plan for institutional advertising 
recent editorial in the “Life Associa 
ton News.” the official organ of the Na- 
tional Association of Life Underwriters 
Saving tl} the propusition to the sa 
end s nitted to that body at latest 
my thering failed of endorsement 
until the attitude of the managers’ asso 
ciation could be learned 
7 wen 1 i tl \ 1 
Life Agen Or il that it 
st dvertisine was \ ( sre 
ered organization 1 very 
gener \ and no de rt plan was 
r dh uy While appt iting that 
st advertising would } hely 
iting the ecneral public as to 
the benefits of life insurance. and would 
ul Ca r the work of solicitors, com- 
Pat utives vet balk at the reat 
xnense that would be entailed if the 
scher re to he carried out in a 
( nver Thev realize that in 
rder to interest the readine public text 
ind a t ng matter would have to be 
ey Me 1 th « xtreme care and bv men 
m I versed ‘n the art. and that 
the campaien would bear 
lv upon the viant companies 
. 1 tion bheine that the expense 
' be predicated upon the amount 
ritten by each contribnting 
’ For vears the idea of insti 
ont | advertising has been before the 
4p mpanies in one form or another, 
Mt no wlan thus far submitted has 
roven sufficiently attractive to enlist the 
‘uppert of the offices that would be 
called upon to foot the larger part of 
the hill 


LIFE 
TEXAS PROBE PROPOSED 
CHARGE DEALS WITH BANKS 


Such “Coalition” Alleged to Be in Re- 
straint of Trade—Threaten 
Change in Taxation 


AUSTIN, TEX., April 24—A resolu 
tion has been prepared and will he 
troduced in the house of the Texas legis 
lature providing for the appointment of 
a committee to investigate charges that 
certain life insurance companies, both 
| foreign and domestic, 


m 


doing business 


lexas, have formed coalitions with ce: 
tain banks whereby the banks have be 
conn agents or the msurancs con 
yanics and the nsurance comp 
ents for the banks. Th text oO tik 


esolution follows 


Charge “Trust” Exists 


Whereas, infor ion has come to 

* iture I it ‘ rt in life Insut 

mpa 1 } foreign ne domest 
loing business in this state have formed 

litions with certain banks whereb) 

« banks have become the agents of the 
nsurance companies and the insurance 
ompanies have become the agents of 
the banks: and 

Whereas, by renson of such coalitions 

trust has been formed whereby insur 
ance companies and banks not being 
parties to such trust agreements are m 


with the unfair, legal and unreasonable 
competition ot competitors operatins 
Inder such systems of agreement and 
in restraint of trade, to such an extent 
that it is almost impossible for such in 
surance companies and banks to conduct 
their business along Icgitimate lines and 
live in the field with such illegal comp 
tition ind 
Companies’ Protits Attacked 
Whereas, by reason of such competi 
tion these insurance companies engaging 
in this practice are earning enormous 
and unreasonable profit, to such an ex 
tent that the officers of these companies 
ire drawing exorbitant and unreasonable 
salaries ranging from $15,000 to $20,009 
per vear, and the companies that thes 
represent are paying unreasonable divi 
dends amounting to as muchas 45 per 
ent per annum upon their capital stock 
ind the agents and representatives of 
some of these companies are paid enor 
mous ind unreasonable ommissions 
imounting to as much as $317,000 per 
vear to a single agent: and 
Whereas, other lines of business and 
other corporations are now being taxed 
the very limit to support the state 
nment and state institutions, ther 
fore be it 
May Change Tax Basis 
Resolved that the speaket f this 
ippoint t ymmittee of ree who 
) have ft uthority to investigrte« 
s banks ind insurance companic 
£ ing mothe practice ind ited 
rein to employ counsel ind sum 
‘ s and to report bach to t) 
ul ut such times is its ret 
l for submissier ind 
here wuld 1 f nd 
} } ! } this report to lhe 
s por vhich tl gis ! ! 
revis nd reenact the tax ws 
s sta is applied t« ife insural 
n sand banks so that n equital 
af just nt of this b ess i 
! ight bou as betweet l insur 
cor inies and all banks doing 
busit s in this state 


G. S. Hastings on Coast 


Glover S. Hastings, superintendent of 


INSURANCE 


iwwencies of the New England Mutual 
Life. who has heen spending a _ few 
weeks in Los Angeles and southern Cali 
forn‘a on a trip to the Pacific Coast 
agencies of that company, left for San 
Francisco last week. While in Los An-} 


geles, a number of agency 
were held for the benefit of the agency 
organization which A. E, Payton, gen- 
eral agent, has established since taking 
charge of this agency a year ago. Mr 
Payton states that the present rate 
production which his agency is experi- 


meetings | 


ot 


| encing shows an increase of appromately | 


1300 percent as compared with last year. 


EDITION Bri 


TRAINING SUPERVISORS 
CARNEGIE TECH’S NEW COURSE 


Group of Energetic Young Executives 
Enrolled for First Session, Which 
Started Last Week 


PITTSBURGH, PA., April 24.—Hav- 
ing first inaugurated, and then most} 
completely developed, a practical method 
ot institutional training for life insur- | 
ance salesmanship which is the basis for | 
many university, company and agency 


schools, Carnegie Institute has taken | 


another forward step by launching a 
course for agency supervisors rhe 
course is under the direction of Charles 


J. Rockwell, director of the famous 
Carnegie School of Life Insurance Sales 
manship. 


Chis 


cours Was prepared’ from 
methods used by men active and suc- | 
cessful in the field in the solution of | 
the varied problems disclosed by a| 
thorough analysis of the supervisor's | 
job—what is required of him and the! 
difficulties of his position 
Che first class to take this course, or 
any such course in the history of life 
insurance, assembled last week for six 
weeks intensive study, conference and 
practice. Only one man from any sales 
organization was accepted and _ the 


group is splendidly representative of the 
cnergetic younger generation of agency 
executives, 


Che class includes Harry T. Adkins, | 
letferson Standard Life; Guy W. Alex- 
ander, Western Reserve Life; Donald 


M. Behling, Northwestern Mutual Life 
5. Berne Carlton, Western Union Life; | 
\. C. Kuecter, Edward A. Woods Com 
pany, Pittsburgh; Wilbur E. Mattison, 
Mutual Benefit Life; James A. McLain 
Guardian Life; Peter O. Osterhus, Na 
tional Life; Thurman W. Payne, Provi- 
dent Life & Accident; Charles F Pierce, 
Phoenix Mutual Life; John R. Pinkett, 
Standard Life of Atlanta: Alexander | 
Soubras, Belgium Government Founda- | 
tion; John C. Sebastian, Union Central | 
Life Seth ( H lavlor, Lincoln Na 
tional Life 
\lready 
lor a repetition 
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and the 
predicted 


requests are 

the 

W ho 
this 


success 


received 
for the 
unable to 
season the 
the can 


being 
ot course 
benetit 


enroll 


were 
ot 
year venture 


ol 


he safely 


Actuaries Plan Meeting 
\nnouncement hi: 


M. Cathles, 


Instituts 


been made by I 
the Ameri mn 

the ann 
the institute will e held in| 
14-15 Arthur Coburn 
Northw ster? 
Mr 


public 1t\ 


is 
president of 
ot A\ctuar 
eting ol 
Chi o | 


ik 
tant actuary of the 
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Phe 


las been appointed by 
the 
has 
addition 
discussi 


held 


} 
] 
ot been 


to the 
+} 


program 
t It 
papers and 


offi 


ns 1¢ 


ers will be 


British Officials in U. S. 


Hunt, 
& 


os the 


of 


general 
Wesleyan General 
Birmingham, En or two 
other representatives will visit Hartford 
arriving April 29, and will remain until 
May 2, in order to make a tour of the! 
insurance companies in the city. Thy 
have arranged appointments with the 
Actna Life, the Phoenix Mutual Life 
and the Connecticut General Life. They 
will visit of the larger com- 
panies other 


manager ot 
Assurance 


land, with one 
" 








also some 


m State } 


Goes With Great Southern 


Robert H. Smith, formerly agency | 
director for the Protective Life, has re- 
signed his position with the Protective 


to become superintendent of arents for | 
the Great Southern Life of Houston, | 
Tex., with headquarters for the present 
at Jackson, Miss. 


i 3 


SEEK TO CUT LOSSES 
ON AGENCY TURNOVER 


Question Being Given Especial 
Consideration by Companies 
and General Agents 


MUTUAL 


PACIFIC PLAN 


Figures Given on Results from Sales 
School—How Other Coast Com- 
panies Meet Problem 


LOS ANGELES, CAL., April 24.— 
The subject of !oss from agency turn- 
over is receiving considerable attention 
at this time and the importance of the 


problem is being more generally recog- 


nized by companies and_ general 


agencies and earnest consideration is 


being given to ways and means of ef- 


fecting a reduction of the loss 

It is of course not a new phase of 
igency development In fact, it is as 
old as the business, but the immense 
growth in the volume of life insurance 
during the last few years has been 


concurrent with a great increase in the 


number of men engaged in life under- 
Writing and a consequent increase in 
the agency turnover 

Training as Preventive Measure 

\bout seven years ago it was esti- 
mated that there were 150,000 life 
surance agents in this country, includ- 
ing part time representatives Recent 
figures now place the number at 
approximately 200,000, but it is not be- 
lw ved that the loss from agency turn 
over has grown in the same ratio, 


because during that period the training 
agents and the more careful selection 
of men desiring to engage in the busi 


ness have operated as preventive meas- 


ures 
With the establishment of schools of 
salesmanship, giving instruction both 
personally and by correspondence—or 


by a 


combination of the two methods 

imparting technical and vocational 
knowledge this business, there has 
been considerable improvement in the 
training of men new to this line of 
work, as well as in methods of increas- 


ing the efficiency of men experienced in 


of 


life underwriting In connection with 
this improvement there has naturally 
followed the exercise of a more dis 


criminating selection of agency material. 


Experience of Pacific Mutual 
he value of the application of edu 
cational methods in the reduction of 
agency turnover and the increase of 


technical and vocational efficiency has 


been especially noticeable in the ex- 
perience of the Pacific Mutual Life, 
which was one of the. first companies 
to take definite steps along this line. As 
far back as 1914 it established its 
school for salesmen and offered every 
member of its field organization an 
opportunity to benefit by the corre 
spondence course of instruction given 
by the school The results obtained 


confirmed the wisdom of this method 
of training agents and it has been and 
is a prominent feature of the company’s 
field service. General agents and man- 
agers enroll their new men in the school 
and offer the course to well-qualified 
but inexperienced prospective agents 
as an inducement to take up the work. 
Figures are not available upon which 
to base a comparison showing the de- 
gree of increased efficiency in sales- 
manship that has been obtained, but 
the evidence is conclusive that the re- 
sults realized have been. gratifying and 
altogether worth while. 

\bout two years ago this course was 
supplemented by a preliminary ten-day 


1s 


4 


THE NATIONAL 


UNDERWRITER 


April 26, 1923 








course in the fundamental principles of 
life insurance salesmanship, prepared 
by James L. Collins, superintendent of 
the field service department. This short 
course enables the embryo agent to 
determine very quickly, by study and 
practical application of the principles 
involved, whether or not he is fitted for 
the work and would be justified in con- 
tinuing his efforts. If he sticks, he is 
then permitted to enroll for the ad- 
vanced, or 14-weeks, course. 

It is an interesting fact that of 947 
entrants who enrolled for the prelimi- 
nary instruction in 1922, the number 
that completed the course was 452, or 
nearly 50 percent. Of this number, 
251 enrolled for the advanced course of 
14 weeks’ study of salesmanship. It 
appears from this that approximately 
one out of every three men selected 
from applicants for agency work made 
good in some degree temporarily. With 
respect to permanent results, however, 
actual experience has shown that there 
is a further loss of approximately 50 
percent, caused by the failure of stu- 
dents to effectively apply the knowledge 
and training they have gained. Their 
consequent lack of success naturally 
leads them to abandonment of the 
business before completion of the ad- 
vanced course. This indicates a loss, 
on the whole, of about four out of 
every five men during the period of 
preliminary and subsequent training. 
It is believed that several years ago, 
prier to the adoption of educational 
methods of the character mentioned, 
the loss was considerably in excess of 
this ratio. But this may have been 
partly due to the exercise of less care 
in the selection of agency material. 


Higher Efficiency Seen 


A very important result of the Pa- 
cific Mutual system is the higher effi- 
ciency and consequent greater produc- 
tion of the men who do stick after 
entering their agency organization. 

All of the company’s managers and 
general agents are urged to enroll for 
educational training all selected appli- 
cants immediately upon their acceptance 
and.in view of this fact the results out- 
lined in the foregoing are fairly indica- 
tive of the loss from agency turnover, 
as to number of men or the percentage, 
that is being experienced by the Pacific 
Mutual. With respect to the expense 
involved in that loss, while it is neces- 
sarily a substantial item—owing to the 
highly specialized character of life in- 
surance salesmanship, it is not probable 
that any substantial reduction may be 
expected although the company is con- 
stantly improving its educational meth- 
ods and urging the exercise of greater 
care in the selection of men, thus ob- 
taining more valuable results from the 
expenditure. 

Members of the agency force of the 
Pacific Mutual are educated to encour- 
age likely men with whom they come 
in contact, who are thinking of entering 
the field of life insurance salesmanship, 
to apply to their company. This action 
is based on the obvious truth that al- 
though it may increase competition, it 
is better for the agents interested thus 
to confine such competition to their 
own company. 

Occidental Life’s Plan 

In the matter of agency selection, the 
Occidental Life of Los Angeles has for 
some time followed a plan that has 
proved very effective in building its 
field force and at the same time reduc- 
ing the turnover to a minimum. The 
method of this company is based upon 
the appointment of a number of agency 
supervisors and field superintendents, 
each of whom is charged with the re- 
sponsibility of selecting and training 
new men. The compensation and ad- 
vancement of these supervisors and 
superintendents, as well as their per- 
manency in those positions, depends 
upon their ability as personal producers 
and also upon their success in securing 
and training new men and the measure 
of success that attends the efforts of 
such new men to become efficient sales- 
men of life insurance. 





INDUCEMENTS BARRED 


STRINGENT ANTI-REBATE LAW 
New West Virginia Statute Covers Sale 
of Stocks and Use of Loans as In- 
ducement by Banks 





CHARLESTON, W. VA., April 24. 
—Only one bill has been enacted by the 
West Virginia legislature so far, which 
affects life insurance. Section 15 of 
Chapter 34 of the code has _ been 
amended, and sets forth at some length 
that no company nor agent of any life 
company shall make any provisions, 
representations or terms other than are 
clearly set forth in the policy issued; 
that “no insurance agent, solicitor, or 
broker personally, or by any other party 
shall offer, promise, allow, give, set off 
or pay, directly or indirectly, any re- 
bate of, or part of the premium payable 
on the policy, or agent’s commission 
thereon, earnings, profits, dividends, 
or other benefits founded, arising, 
accruing or to acrue thereon or there- 
from, or any other valuable considera- 
tion or inducement to or for insurance, 
on any risk in this state now or here- 
after to be written,” nor shall such com- 
pany, agent or solicitor offer, promise, 
sell or purchase any stocks, securities, 
or property, as an inducement to insur- 
ance; and no insurance agent, solicitor, 
or broker shall directly or indirectly 
offer a loan through any building as- 
sociation or bank, as such an induce- 
ment to insurance, nor shall such an 
agent in any manner set forth in the law 
use any coercion or inducement in the 
making of any loan, or the writing of 
any insurance therefor. The same law 
specifies that in case of rebate having 
been accepted on any policy by the as- 
sured, the amount of insurance whereon 
he shall have received such rebate shall 
be reduced in proportion as the amount 
or value of such rebate or other con- 
sideration received by the insured bears 
to the first premium paid on such policy, 
and such person, in addition shall be 
found guilty of a misdemeanor and upon 
conviction, shall be fined not to exceed 
$100. Fines are also provided for the 
agent offering rebates of any sort. _ 

The bill before the legislature requir- 
ing the use of the incontestable clause 
in life insurance policies was rejected. 





* R. J. Giles, general manager of the 
Occidental, is a firm believer in the 
selection of inexperienced men for pro- 
spective agents and their training 
through personal instruction along cer- 
tain well defined lines observed by his 
company in the education of its field 
men. He rarely considers the agency 
appointment of men whose experience 
has been gained with other companies, 
and states that considerably less than 
ten percent of such applications are 
favorably acted upon. 


Great Republic for Personal Instruction 


Personal instruction by agency super- 
vision of men new to the business is 
the method employed by the Great 
Republic Life of Los Angeles, but the 
agency turnover of this company is not 
excessive. This is because of the num- 
ber of experienced underwriters that 
are included in the additions to its field 
force that are made. this class of ap- 
plicants being given the preference over 
the inexperienced man and the part- 
timer, although a number of the latter 
are almost constantly being selected 
from applicants from other lines of 
business and then trained by personal 
instruction. It has been the experience 
of this company that only about one out 
of five of inexperienced and part-time 
agents become . successful whole-time 
underwriters. 





License to do business in Virginia has 
been granted the American Wife of De- 
troit. Its principal office will be located 
at Abingdon with A. Keithley in 
charge. 





QUITTING “LUMP SUM” 


CHANGING TO INCOME PLAN 





Vice-President Kingsley of Penn Mutual 
Gives Interesting Data on Transfers 
—New Business Heavy 





PHILADELPHIA, PA., April 24.— 
Vice-President Kingsley of the Penn 
Mutual Life announced Saturday that 
during the first quarter of 1923 the 
company issued 746 policies for $6,793,- 
187, providing for distribution of pro- 
ceeds under plans other than payment 
in one sum, while old insurance aggre- 
gating $6,500,000 was changed from 
one-sum payments to installment or in- 
come insurance. This shows decided 
increase in the popularity of income in- 
surance. 

Mr. Kingsley announced also that 
the total volume of business transacted 
in the quarter was larger than ever be- 
fore in the history of the company. 
“The condition,” he said, “is one of 
healthy gain, reflecting the value of the 
effort of the agents and the home office 
to gain better control of the factors of 
mortality, surrenders and lapses. As the 
volume of insurance increases it is natu- 
ral that the amount of death losses, in 
dollars, likewise increase, but our ratio 
of actual to expected losses shows a 
gratifying decline, and both surrenders 
and lapses are considerably below the 
figures of the corresponding items of 
the first quarter of 1922. 

“If we have any particular criticism 
to make, it is that there still exists too 
large a margin between the amount of 
business issued and the amount of busi- 
ness paid for. A considerable improve- 
ment has been made in this respect by 
many agencies, but it may not be in- 
appropriate for us to emphasize the fact 
that ‘not taken’ policies are in many 
instances an indication of the fact that 
the prospect has not really been ‘sold’ 
and are a constant source of lost time 
and money to the field force.” 

Mr. Kingsley noted with satisfaction 
a considerable: decrease in the amount 
of policy loans and increase in amount 
of loans repaid, which he said reflected 


healthier financial conditions in the 
country: 
Policy loans first quarter of 

a ee eee $2,430,734.02 
Policy ioans first quarter of 

Per ere 2,708,969.66 
Loans repaid first quarter of 

DE Widnes dewandbweeddvauh 2,151,343.35 
Loans repaid first quarter of 

1922 NS PO FE anne 1,898,234.33 
Life 


Southern Agents’ Novel Stunt 


A novel stunt is being planned by 
Folmar Brothers, who recently estab- 
lished southern offices at Birmingham. 
Ala., for the Canada Life. On April 
28 10.000 large gas filled balloons will 
be released from the company’s offices 
at Birmingham, Montgomery, Troy and 
Dothan, Ala. Attached to each balloon 
will be a numbered tag bearing the 
sender’s name and address together with 
a self-addressed stamped postcard, re- 
questing the finder to mail same at 
once in order that the following prizes 
may be awarded: To the sender of 
the balloon which travels the greatest 
distance, $50 victory bond. In addition 
there will be three prizes for each of 
the above cities as follows: $10 in gold 
to sender of balloon traveling farthest; 
second orize, $7.50, and third prize, 
$2.50. Prizes will be awarded May 5. 


Teter With Kansas Life 


A. J. Teter, formerly agency director 
for Arkansas and Oklahoma for the 
William Hargis Walker agencv of the 
North American Life of Chicago at 
Tulsa, Okla., has been anpointed assist- 
ant to the president of the Kansas Life 
of Topeka and has taken up his new 
duties there. 





FINE RECORD IS MADE 


SET BIG GOAL—DOUBLE IT 





Equitable Agents Pay Tribute to Presi- 
dent Day in Form of Production 
“Record” 





NEW YORK, April 24.—Three years 
ago the agency department management 
of the Equitable Life of New York ar- 
ranged a special ten days’ business-get- 
ting campaign through which the field 
force might attest in substantial form 
the high esteem in which they held 
Judge William A. Day, president of the 
company. So successful was the effort 
that the innovation of 1920 has become 
a fixed practice and will likely so con- 
tinue indefinitely. The testimonial this 
year began on April 2 and concluded 
April 12—10,000 applications being set 
as the objective. Books were provided, 
each containing five applications, cor- 
responding to the number of letters in 
the president’s name as he signs it— 
W. A. Day. 


Plan for Good “Record” 


The field men were told that “Judge 
Day is fond of music and enjoys a good 
record. But there is probably no music 
more pleasing to his ear than a record 
of work well done. With this in mind, 
it has been suggested that at the close 
of this campaign each agent forward to 
the president a testimonial in the form 
of a facsimile phonograph record en- 
titled ‘My record of performance.’” The 
individual disc records set forth the 
name of the agent. the office with which 
he was associated, the number of ap- 
plications had and the aggregate busi- 
ness they represented. The larger 
records contained the results according 
to agencies. 


More Than Double Goal 


When the campaign ended it de- 
veloped that the goal set by the man- 
agement had not only been reached but 
that it had been far distanced, fully 21,- 
682 applications being received with in 
surance aggregating $85,472,387. Last 
year the returns were 17,000 applications 
calling for $67,000,000 of insurance. 
Every agency of the Society partici- 
pated in the contest, all being eager to 
pay tribute to President Day, with the 
result that the imitation discs filled 
three large volumes, and these were 
formally presented to Tudge Dav by 
Second Vice-President Frank H. Davis. 
representing the business-producing 
force of the company. In acknowlede- 
ing this evidence of esteem upon the 
part of the agents of the Equitable, 
President Day spoke most appreciativelv 
of the loyalty of the field men, and o 
the splendid work they had accom- 
plished, which evidenced the confidence 
had by business men in the protection 
afforded by life insurance, and their 
willingness to buy the protection. 


Kill Nebraska Contestable Bill 


The Nebraska house killed, in com 
mittee of the whole, the senate hill r& 
lating to the incontestahility of life 1™ 
surance policies. The bill was draw" 
in the interest of the companies, 4" 
soucht to prevent the practice, now 2" 
then encountered, where the benef 
aries of a policy that was secured 


misrenresentation waits until the yn 
. . . . 64 aww “fn 
limit in which the noliev may heey 4 
tested hv the comnany has — - 


fore making claim for navmert. 
vided that the time limit should 
only from the time the company ws 
formed of the death of the nolievholde 

Rv a narrow marsin the senate bY 
defining the auwalifications for eqnrer 
of insurance companies and fixine ? 
amount they may charge comnantes . 
work done w2s passed bv the — 
Tt will go to the governor Ww ithin a fe 
days. 
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Financial Statement April 10, 1923 
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oo The ASSETS LIABILITIES 
orth the 


th which Mortgage Loans.............. $2,412,378.20 es iain sie wratiede ut $8,337,148.29 


r of ap- 


te bus Policy Loans and Premium Coupons and Dividends...... 414,755.68 


larger 
Unearned Interest and Pre- 


ccording Notes iWare eine bd 4 ae aOR 2,507,8 | 3.47 


| Real Estate.................™ 3,620,903.16 miums Paid in Advance 56,488.60 
it de IN Sick $bbt.cs dsctinpsniddouds 406,023.50 Death Claims................. 56,300.60 


ched but NR Rit skiisendadess kiilatsan 466,864.16 Commission and Miscellane- 
ce Collateral Loans.............. 53,400.30 ous Bills Due...... ....... 31,440.33 


omen Due and Deferred Premiums 211,245.83 pS ee 13,000.00 | 








= Interest and Rents, Due and All Other Liabilities......... 3,605.43 
with the 


wild Ec 8k Gun vii sinains 133,843.36 Capital Stock $678,891.75 


‘se were 


Dav by Contract for Sale of Real Surplus....... 305,382.04 


dnc EAMAE. «2000-0 reoereeeees. 27,500.00 Surplus to Policyholders..... 984,273.79 
ipon the GE PURIIIE ices sc cescsccee 57,040.94 


‘quitable. 


cr TOTAL ASSETS......... $9,897,012.92 TOTAL LIABILITIES  $9,897,012.92 
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State Agents Wanted 


We will make a most desir- 
able contract with the right 
men for Minnesota and South 
Dakota. It will pay you to get 
in touch with us now. 


The Agricultural Life 


INSURANCE CO. OF AMERICA 
BAY CITY, MICHIGAN 























Wanted 


We are looking for two well-qualified 
insurance men to associate themselves 
with our insurance department asspecial- 
ists in office planning. 


College graduates between 30 and 35 
years of age, with imagination, analytic 
and creative minds, several years of expe- 
rience in home office administrative work, 
thorough knowledge of life insurance pro- 
cedure and willingness to travel will be 
able to meet our requirements. 


To such men there will be offered a 
genuine opportunity for self-expression 
and personal development in a rapidly 
growing organization. 


Letters of application with full partic- 
ulars, including salary desired, should 
be addressed to 


H. A. Hopf and Company 


Management Engineers 
Forty Rector Street 
New York 








April 26, 1925 


‘ADOPTS NEW METHOD |DEPARTMENT’S REPORT 





/DROPS GENERAL AGENCY PLAN COMPANY BEING LIQUIDATED 


d |New Jersey Life of Newark Is Closing 
Up Its Affairs and Distributing 
Its Assets 


| Philadelphia Life Substitutes Salarie 
Agency Directors—Limit Placed 
on Part-Timers 


PHILADELPHIA, PA., Apr. 23.— 
| Two important changes were announced 
today by Jackson Maloney, vice-prest- 
| dent of the Philadelphia Life, at a meet- 
ling of the home office Plico Club: 

(1) The company has discarded the 
general agency system and substituted : 
|for it the agency direction system. _ , Soaeiaiet d 

(2) Hereafter no part-time agent will \ coe he sales 
be employed except with the under- ea ae boss ween: 
| standing that he or she is to eventually . ah ey 0° NY ‘ hess By 2 peemre 
| become a full-time agent. ke ge nea ae lg sane acai my that 
| The first change has been put into ee ee 
leffect by easy stages. Its beginning 
| dates from last summer. Now every 
|agent gets his or her contract directly  ..,, , Spemtireagrtt: 
|from the company. The Philadelphia | °° ~; 
Life no longer has any general agents, “agter 
| but has, instead, what are known as 
|}agency directors employed on a salary 
| basis. Their duties are to guide and 
| inspire the agents 
| “The new system costs the company 
more at first,” Mr. Maloney said, “but 
we believe it will eventually more than 
pay for itself by increasing the loyalty 
of the agents and keeping them in closer 
|touch with the home office.” LAI Is 

Mr. Maloney announced also that » tin 
some of the policy forms were being | _! 
rewritten to make them clearer, and | * 
new application blanks containing bind 
ers were being prepared. 


An inquiry came in regarding the 
NCW Jersey Liie ot Newark, N. | = ol 
' I E. McCall, brother of 
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Killed Husband: Gets Insurance 


versed the lower courts in the case of 
| Mrs. Gladys Hutcherson et al vs. Sov- 
ereign Camp, Woodmen of the World, 
jand rendered judgment on a_ benefit 
certificate on the life of the plaintiff's 
|husband. The certificate contained the | 

provision: “If the member hoiding this 

| certificate should die by the hands of 

the beneficiary, or beneficiaries, named 

| herein, except by accident .. . this certi- 

fieate shall be null and void and of no 

force and effect and all monies which | | 

| shall have been paid, and all rights and 

| benefits which shall have accrued on | 19» 
|account of the certificate shall be abso- | pani 
lutely forfeited, without notice or serv- Ar! " 
ice ul ‘ tie 

| It was admitted that the insured died | <tc nd mutual which 
by the hands of the beneficiary, but | yiclded a premiw 

| Mrs. Hutcherson contended that she 
j acted in self defense. 


The supreme court of Texas has re- 
| 


Ark: s Busine 1 1922 


| Transfer Is Approved nenenns wt ren le Ar] 


The state insurance commission of —e 


| lowa, composed of Governor Kendall a fere 

| Attorney General Gibson and lavmenine Nebraska Agents in Conference — 
Commissioner Kendrick, has approved R. C. Harris, district agent of the te 
|the consolidation of the National. Fi- | !.ine Bankers Life of Nebraska 

| delity Life of Sioux City with the Na- | tained the officers of the c : 

| tional Fidelity Life of Kansas City. The | his field men, at Fairbury. 
company recently removed its home | dent H. 5. Wilson, trom } ae 
| office to Kansas City and the transfer | Cook, vic president, trom etrus 
of its business to a Missouri corpora- Fred Sanders, treasurer, ane , eS 
|tion was merely a formal one. Ralph | Peterson, attorney, were Piew nts 
H. Rice, president of the Sioux City fains of Crete represented Tit cor 
company, was made president of the who came trom the three cou 
consolidated company, and Carl Prime | ered by Mr. Harris. J. E. © f he 
was clected secretary Hubbell spoke for the bat nr rl " 


— district and Leon Moody ol 
Becomes Lincoln Life represented the policyholders 








A. O. U. W. Suit Dismissed 


The Lincoln Accident & Life of Lin- 


|coln, Neb., has amended its articles of The full bench of the Ma set 
incorporation, and will hereafter do » court has dismissed 


supreme 


business under the name of the Lincolr | equity brought by several older, _—« 
Life. The accident and health depart- | bers of the Ancient Orde et 

ment will be continued under the man- | Workmen against the grand fovse | 
agement of Ralph E. Weaverling, who | order in Massachusetts, a0 00, ati 

has had direct. charge of this work for | Str#in. it from. Se eed alll nts t 
| several years past.. O, J. Collman is the ae ee eee certail ner 
| active head of the company. It started | you have to take out new policies re 
| writing life insurance a year ago, and | pay largely increased asses* ne for 
| made an excellent showing for the first | their original policies, and pra’, asset? 
year. The company’s forces are being |# receiver to take chares wis has & 

of the association The 0 


reorganized for the purpose of empha- | 





membership cf 22,000 


| sizing the life department for the future. | 
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BUSINESS IMPROVING 


IOWA COMPANIES SHOW GAINS 

Most of New Business, ’ However, Is 

From the Cities— Roads Handicap 
Rural Agents 





DES MOINES, IA., April 24.—De- 
spite unfavorable weather conditions in 
the middle west the last six weeks, life 
companies are writing a steadily in- 
creasing amount of new business. The 
greater part, however, is in the cities. 
Country road conditions have not 
favored agents whose business is largely 
with farmers. Des Moines companies 
that have made a gain in sales in the 
last month or so compared with the 
total new business written in the cor- 
responding period of 1922, say the 
achievement is noteworthy because of 
the weather and other conditions affect- 
ing selling were exceptionally favorable 
last spring. 

How the trend is going appears from 
figures of its year’s business to date, 
which were issued by the Bankers’ Life 
Saturday. Total business written was 
$35,015,533, compared with $33,291,786 
in the corresponding period of 1922. 
Officials of the company ‘look for a 
greater increase as the year advances. 
As a means toward getting its share of 
the opportunities to write life insurance 
this year, it has appointed 375 additional 
salesmen since Jan. 1, 


Change in Milwaukee Program 


Substitution of Judge John C. Karel 
for John H. Puelicher, who was sched- 
wed to address the banquet following 
the sales congress of the Life Under- 
writers Association of Milwaukee Satur- 
day, is announced by G. A. Harthun of 
the Equitable Life, secretary of the as- 
sociation. Mr. Puelicher, who is presi- 
dent of the American Bankers Asso- 
cation, is scheduled to address an 
out-of-town meeting of that body on 
such a date that his return to Milwaukee 
in time to address the underwriters is 
impossible. Judge Karel is known as 
one of the most eloquent speakers in the 
state, 

The afternoon session of the congress 
will be addressed by A. O. Eliason, 
president National Association of Life 
Underwriters; John A. Stevenson, sec- 
ond vice-president Equitable Life of 
New York, and Darby A. Day, Chicago 
manager Mutual Life. At the banquet 
mn the evening W. B. Burruss, general 
zent Provident Mutual, Kansas City, 
and Judge Karel, will be the speakers. 
Arrangements for the congress are in 











the hands of E. L. “Kit” Carson, Mil- 
waukee manager Equitable and _ presi- | 
dent of the association, and G. E. Har- 


thun, Equitable, secretary. 








Extending Substandard Plan 


The West Coast Life of San Fran- 
tisco is now extending its substandard 
business. Vice-President Gordon Thom- 
on announces that for a number of 
years the company wrote some sub- 
‘andard occupations, and also took 
werweights and underweights. Then it 
‘tended its operations still further by 
fering rated-up policies for certain 
medical impairments which had been 
ttclined heretofore. ‘The company finds 
that its declination rate has decerased 
tom 10 percent to 6 percent and hence 
Sextending its substandard activities. 





Progress of Maloney Compaign 


The agents of the Philadelphia Life 
*e putting on a campaign for business 
“ting April in honor of Jackson Ma- 
“Ney, vice president. For the first 
"ek of the campaign the standing of 
* various states was as follows: 
~isylvania, North Carolina, South 
Srolina, New Jersey, Ohio; for the 
‘ond week. Pennsylvania, North Caro- 
this New Jersey, South Carolina and 





INSURANCE IN 
FORCE 


March 31, 1923 


$407,087,086 


Increase in First Quarter of 1923 


$21,500,000 


Business Paid for 
F irst Three Months of 1923 


$34,413,578 





MISSOURI STATE LIFE 


INSURANCE COMPANY 


M. E. Singleton, President Home Office, ST. LOUIS 


Life Accident Health Group 
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MICHIGAN 


THE INDIANAPOLIS LIFE INSURANCE 
COMPANY wants managers for Flint, Grand 
Rapids, Kalamazoo, Pontiac, Jackson, Saginaw, 


Port Huron and Cadillac. 


We are not looking for high pressure insurance men who flit 
from company to company, but want honest, intelligent and 
capable men—those who have a keen desire to serve their 
policyholders well—men of character, belief in the institution 
of Legal Reserve Life Insurance, honesty of purpose, loyalty, 
energy and industry. 











The figures below will interest you if you like conservative, 
constructive, steady growth in Life Underwriting. 


Insurance in Force 









1905 $ 325,000.00 
1906 1,281 ,909.93 
1907 2,158,315.62 
1908 2,344,449.12 
1909 3,037,135.59 
1910 3,760,237.71 
1911 4,451,264.48 
1912 5,756,690.86 
1913 7,011,554.27 
1914 8,655,788.49 


10,231,921.21 
12,021,820.06 


13,665,053.54 
15,532,346.26 
20,456,374.44 


1920 27,006,018.90 
1921 31,275,345.88 


1922 35,236,427.74 


Growing Steadily 
Purely Mutual Low Initial Premium 
Large Annual Dividend 


1917 
1918 
1919 





You will note we have never made a bid for size but have 
been intensely interested in giving to our policyholders the 
best service at the lowest cost, and in doing this we have 
interwoven into the life of the Company character and de- 
pendability (always keeping faith with policyholders), the 
bedrock upon which we stand in all future development. 


If you like our plan and are at liberty to represent us, if 
you feel that you have the ability to establish for yourself 
a real Agency—Write or wire 


FRANK P. MANLY, 
President 


JOE C. CAPERTON, 
Sales Manager 











Established in 
Indiana, Michigan, Illinois, Minnesota, Florida, Texas and Ohio 














LIFE INSURANCE AND THE BANKER 


Why the Financial Man Should Be Friendly to the Company or 
Rate Book Man 











ECRETARY Thomas W. Blackburn 
S of the American Life Convention 

has gotten out a booklet entitled 
“Life Insurance and the Banker.” The 
banker is frequently the adviser of peo- 
ple in his community on all financial and 
insurance subjects. Mr, Blackburn, 
therefore, feels that the banker should 
be particularly well informed as to the 
fundamentals of life insurance. In com- 
menting on the subject he says: 

“The life insurance contract should 
possess more than passing interest to 
the banker. No individual, not a party 
to the contract of life insurance, enjoys 
so much benefit from the maturing of 
the contract as the banker. The banker 
naturally wishes to encourage thrift. No 
form of contract can be entered into 
by a customer of a bank which lends 
itself more completely to the doctrine 
of thrift than the life insurance con- 
tract. 


Immediate Estate Is Created 
by Insurance 


“It is a method of saving and a 
method of investment which, differing 
from every other form of contract, cre- 
ates an estate*in the policyholder im- 
mediately upon the payment of the first 
premium or deposit and the delivery of 
the policy. Although a conditional es- 
tate it is based upon an event certain. 
It is like a deed to property subject to 
a life estate. 

“When the policy matures, whether 
as an endowment or by the death of the 
insured, a banker may reasonably ex- 
pect to be at least the temporary cus- 
todian of the funds paid the beneficiary. 


Life Insurance Adds to 
Wealth of Community 


“The maturity of a life insurance pol- 
icy brings into the community an es- 
tablished estate which did not previ- 
ously exist for that community. Dif- 
fering from a fire policy, which is sim- 
ply a form of recoupment for the indi- 
vidual who sustains the loss, the life 
policy adds to the wealth of the com- 
munity. The property destroyed by a 
fire can never be replaced. The money 
paid to the beneficiary under a life in- 
surance policy, is new property which 
did not exist for the community prior 
to its receipt from the life insurance 
company. 

“The banker, as counsellor of his cus- 
tomer, naturally will have much to do 
with giving direction to the expendi- 
ture of such sum as may come into the 
community on the maturity of a life in- 
surance policy. 


Bank Official Should 
Welcome the Agent 


“There should be no more welcome 
visitor to the banker, in any commu- 
nity, than the life insurance solicitor. 
The local banker should cheerfully ad- 
vise as to persons in the community 
who are likely prospects for insurance 
and are capable of paying premiums. It 
should be the banker’s pleasure if not 
his duty to encourage all his customers 
to carry a reasonable amount of life 
insurance. He has not only a selfish in- 
terest in encouraging this form of thrift 
but community interest as well. He 
can without any element of selfishness 
properly advise and urge his customers 
to cast this anchor to windward. He 
may or may not directly profit from the 
transaction but the banking business, 
the community and the beneficiary will 
all have a share in its beneficence when 
a policy matures. 

“In recent years the federal reserve 
bank has urged the local banker to in- 
quire of a proposed borrower how much 
life insurance he carries. It becomes 
the duty as well as privilege of the 
banker often to suggest that his cus- 
tomer, or his borrower, should acquire 














this form of protection for his estate, as 




















THOMAS W. BLACKBURN 
Secretary American Life Convention 


well as the protection of the loan 
which he solicits from the bank. The 
banker ought toe be a non-partisan 
evangelist for this form of thrift. 


Short Sighted Policy Is 
Sometimes Adopted 


“Occasionally the banker seems to 
consider the insurance solicitor an in- 
tolerable nuisance. This is especially 
true in the agricultural and industrial 
sections where the banker is the most 
influential citizen. He turns the cold 
shoulder to him and in some instances 
is so short-sighted as to discourage the 
taking of life insurance by customers 
of his bank. Sometimes in_ small 
places this is purely selfish because the 
banker realizes that when the customer 
pays his premium by check, he depletes 
his balance in the bank by the amount 
of the check. Such a _ banker loses 
sight of the ultimate advantage which 
will come to the community, and most 
likely to his bank, as a result of the life 
insurance contract. 

“Many well informed, experienced 
bankers will refuse to loan a customer, 
otherwise entitled to consideration, 1 
he is absolutely without the protection 
of life insurance. 


Small Banks Saved by 
Life Insurance 


“In the recent stressful period many 
hundreds of small banks in the United 
States have been saved from receiver- 
ships by the help of life insurance con- 
tracts. Their customers who carrie 
life insurance with cash surrender val- 
ues, finding it impossible to secure 
money from any other source, were 
able to borrow funds to apply upon 
their bank indebtedness, from the lile 
insurance companies, at a rate not eX 
ceeding 6 percent. 


“Unfortunately in too many '* 


stances, not confined to small banks, 
the banker, whether from lack 4 
knowledge or indifference, if not col 


blooded selfishness, has urged borrow- 
ers in default, who had cash surrenders 
in life insurance policies, to take the 
cash surrenders and cancel their insut 
ance. This was a wrong to the cus 
tomer, to the bank and to the life ™ 
surance company. 


Should Not Advise 
Surrender of Policies 


“The loan value of a policy 4 
cash surrender value are practica 
same. When the cash surrender 1s yo 
the policy is cancelled. When the 00% 
value is used, the policy remains 7 
effect so long as the interest 1s P 


nd the 
lly the 
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Study 
Your 
Company 

















N many instances the life insurance agent 

meets the competition of representatives 

of other companies. The well informed 
agent—the one who has studied his company 
carefully—will always win out. He can 
demonstrate in a forceful and convincing 
manner, that his company has superior 
features. 


A close study of the Central Life will bring 
out many important facts—facts that give 
the Central Life agent a distinct advantage. 
There is opportunity—plenty of it—for 
alert and progressive agents with the Central 


Life. 











Operates in Illinois, Ilowa, Minne- 
sota, South Dakota, Texas, Michigan 
Nebraska, Missouri and Kansas 
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Bankers Reserve Life 
Company 
Omaha, Nebraska 























proposition for you. 


W. G. PRESTON, Vice-President 


Assets, 13 Millions 





Doing business in 34 states and rapidly expanding. — If 
you are a business getter, we have a very attractive 


Correspondence confidential if desired. Address, 


The Bankers Reserve Life 
Company 


R. L. ROBISON, Presid 


Home Office: Omaha, Neb. 


Business in Force, 82 Millions 


Are You Looking 
For Promotion? 


WE have unoccupied ter- 

ritory in the Carolinas, 
in Tennessee and in Mis- 
souri and Indiana. Ours is a 


Strong, 
Progressive 
Company 


Direct home office contract. 


lent 
R. C. WAGNER, Secretary-Treasurer 











92! 











—since Jan. 1 








The Band Wagon 
Is Filling Up 


Recognizing the outstanding 
money making opportunities of 
Provident Policies and Provident 
Service, ninety two agents have 
joined the Provident organization 
since the first of the year. 

In one mail alone we had twenty- 
five applications for agencies. 


Better Reserve Your Seat Now 

















Agency Opening In 


ALABAMA MISSOURI 
ARKANS N. CAROLINA 
FLORIDA S. CAROLINA 
GEORGIA OHIO 

ILLINOIS PENNSYLVANIA 
INDIANA TENNESSEE 
KENTUC TEXAS 
LOUISANA VIRGINIA 
MARYLAND W. VIRGINIA 
MISSISSIPPI DIST. COLUMBUS 


LIFE 


“The 


PROVIDENT 


LIFE 4 ACCIDENT INSURANC 


CHATTANOOGA 


ESTABLISHED 1887 
ACCIDENT 
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upon the loan and succeeding premiums 
are kept up, subject only to. the deduc- 
tion of the indebtedness with accruing 
interest, Possibly some bankers are not 
aware of this fact, though an examina- 
tion of any legal reserve life insurance 
policy more than three years old would 
show the banker the amount of the loan 
value and the amount of the cash value, 
usually under the heading ‘Loan or Cash 
Value.’ 


Loss from Lapsed Policies 
Is Felt by the Holders 


“When a policyholder sur*enders his 
policy for cash he can never replace it 
fully. His age has advanced, increasing 
the annual premium, He may have de- 
veloped an impairment between the date 
of issuance of the policy and the date of 
the surrender, which will eith :r increase 


the premium at his attained e or ren- 
der him uninsurable. If he us. the loan 
value instead of surrendering or cash, 


his policy can be kept in force, regard- 
less of his physical conditior and at the 
premium rate based upon hi: age at the 
date of the policy. In ever: particular 
his policy remains intact, su ject-to the 
indebtedness, whereas it is cancelled if 
he surrenders for cash. 


Banker and the Life 
Companies Should Cooperate 


“There should be constant coopera- 
tion and friendship between the banker 
and life insurance companies. They are 
both custodians and trustees of funds 
of their customers. They are both in a 
position to be helpful to business men 
of the community, the banker by grant- 
ing credit to deserving borrowers, and 
the life insurance company by protect- 
ing beneficiaries against the catastrophe 
of death, while in the same contract 
frequently providing a saviigs deposit 
to mature at a definite date. Meanwhile 
the policyholder is building up the best 
form of collateral known to zommerce. 

“While the laws of the sti es permit 
a delay of six months for naking a 
loan the companies do not ¢ ail them- 


selves of this privilege. In ni. hundred 
ninety-nine cases out of a  ‘ousand, 
during the recent difficult } | od, ‘the 
loans have been made on re’ st with- 


out a day’s delay. 


Business Life Insurance 
Has Become Important 


“Recently life insurance companies 
have been writing a considerable volume 
of business in connection with savings 
accounts to the advantage of banks, de- 
positors and beneficiaries. 

“Life insurance policies known as 
business policies are issued for the pro- 
tection of coryerations and co-partner- 
ships. They are great stabilizers of 
commerce when used in this connection. 

“A corporation which sustained very 
heavy losses in the last two years had 
the foresight to place life insurance for 
$1,000,000 on its president. He died re- 
cently and the corporation was saved 
from possible embarrassment and now 
finds itself assuredly solvent with a 
handsome surplus. This is only one of 
thousands of business corporations and 
partnerships which have utilized life 
insurance as a form of shock absorber. 

“The life insurance policy lends itself 
also to the protection of the borrower 
who mortgages a home or who buys a 
home on the installment plan. The extra 
cost of carrying the life insurance is 
small compared with the security and 
certainly it affords the home owner and 
his family. 

“Life insurance protects estates other- 
wise likely to suffer loss by reason of 
federal and state inheritance taxes. 


Life Insurance Salesmen 
Are Worthy of Confidence 


“While it is true that some bankers 
have had unhappy experiences with 
some life insurance salesmen, the qual- 
ity of salesmen has vastly improved 
within the last fifteen years and a dis- 
honest life insurance salesman is the 
exception and not the rule. No class of 
business men engaged in soliciting for 
trade will average any higher in integ- 
rity and ability than the life insurance 








We Wonder 


By Q. R. M. 


E WONDER what the unsophisti- 
cated public thinks when it reads a 
life company statement in a magazine 
or newspaper (if any uninitiated person 
ever reads a statement) and sees a line 
like this: “Paid for business in 1922, 





We wonder if they think the company 
paid out that amount to agents? _ 

We wonder if they think the company 
paid out that amount to beneficiaries 
and holders of maturing endowments? 

We wonder if the companies won't 
have to run explanatory lines in state- 
ments, as some banks do, if they want 
their statements understood? 








salesmen. In every occupaton there are 
crooks and disreputables. The fact that 
one or a few salesmen have gone wrong 
should not penalize all the rest of the 
salesmen engaged in the same business, 
If the banker should refuse to accom- 
modate the established and honest busi- 
ness men of the community because of 
losses sustained by reason of one or 
more unfortunate or dishonest borrow- 
ers, banking business would cease. 
_“Let bankers then show their appre- 
ciation of the most wonderful accom- 
plishments of the legal reserve life com- 
panies of the country, by encouraging 
their customers to carry for the protec- 
tion of themselves, their families and 
their communities, as much legal re- 
serve life insurance on standard forms 
as they can safely undertake. 


Americas Underinsured 
as a ‘‘eneral Rule 


“The .verage life insurance policy in 
Americ. on standard forms is little in 
excess, yf $2,000.00. Americans are 
plainly “under-insured. Any young man 
can afford the small sum per annum 
required for an ordinary life insurance 
policy. At the age of 25 the premium 
for an ordinary life insurance policy 
for $1,000 is on the average about $1.50 
per month. On the 20 pay life policy it 
is from $2.00 to $2.50 per month per 
$1,000. A $5,000 policy, maturing as an 
endowment at age 65 with a provision 
for the payment of $50 a month in the 
event of total disability from accident 
or sickness with the face of the policy 
payable to his beneficiary at his death 
or to himself at the age of 65, will 
require only from 40 to 50 cents per 
day at age 25. Many a young man 
spends 50 cents per day foolishly. 

Every young man of 25 to 35 years 
of age has a fifty-fifty chance to be 
living at age 65, either independent or 
dependent. . 

“The banker as a financial and busi- 
ness counsellor should know all these 
facts. He should cordially welcome the 
life insurance agent and courteously in- 
troduce him to the bank’s customers as 
a common benefactor and a most weél- 
come visitor. Not only so, but when 
young men become his customers oF 
seek his advice as to their business 
future, he should urge them to include 
life insurance premiums in their annua 
budget of expenditures. ; 

“Once the young man acquires the 
habit of thrift he has established the 
foundation for future prosperity and 
competence.” 


New Ohio Law on Fraternals 


The Ohio legislature has passed 4 law 
requiring assessment and fraternal Of 
ders which maintain on any of their 
business a reserve in excess of one 7 
renewable term, to secure the conse? 
of two-thirds of their members — 
using these reserves for any 0° of 
purpose or transferring them to = 
other fund. This is designed to protect 
the public against fraternal and — 
ment associations which profess ‘ . 
on the legal reserve basis, but W ~ 
reserve funds are really available 





other purposes. 
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Some Figures Showin — = = =~ = = a Sex 
ransactions of U. S. War f - ) 
phisti- Risk Insurance Bureau ( 
ds oe 
seaiibe HE statement of the war-risk insur- ( 2) 
person ance is of interest. A statement has 
@ fee been issued as of Feb. 1, showing ap- 
: 1922 plications received to that date on the 
“ Eterm plan $4,678,388; the total amount | 
mpany of reinstatement to date is $2,036,088,- 
¥ 9 492. The total amount of premiums ( 9) 
mpany deposited in the treasury is $398,176,865. 
Rofecion Of this amount from the War depart- 
ments? 4 ment comes $372,331,293; from the = 
 weatt Navy department $33,911,478; from the ) 
state. | United States public health service $230 
» want and direct to the bureau $91,933,863. 3) 
The number of term policies in force 
- a = ~ gg Bk py at When a new enterprise is first conceived, there arises in the mind 
ones ae . as a ps cm oonane, of its leader a picture of the future—a vision is spread before him 
aren representing $1,665,486,496 insurance or down through the vista of the years. He visualizes a plan of operation, 
ct — total active Feb. 1, 1923, $1,848,883,996. a process of development, the measure of service to be rendered, a code 
of the | .. 2he total oy = ye _ of ethics to be followed, a view of his relationship to his clients, to his 
: insurance or other than the term plan sell 
—. approved to date was $1,315,020,869. meen = to his associates—in short, he plans a chart of success, a 
t b . | The amount received in premiums to Gnees Goa 
s ~~" date amounted to $76,973,131, or a total 
a = of 371,607 policies. Of the insurance in 
orce $467,961,880 is 20-pay life; $357,- 
orrow= | 986.435 is 20-year Pa aw cen : 7 } The Grizzard System was conceived in such a manner with pro- 
se. 491,181 ordinary life; $87,934,021, 30-year found depth of thought and breadth of view. James A. Grizzard with 
bmn endowment ; $82,350,000, endowment at the foresight of the modern organizer moved by the Twentieth Century 
fe com- The - Pa age Mg» proun life. spirit of progress, resolved to follow only the highest ideals of Service— 
iraging service amounts to $82,932 mm A bo another name for present day business. Under his direction the 
protec- those out of service $1,054,204,694. The Grizzard System has prospered and obtained recognition from large 
ee commuted value of claims allowed to financial institutions, from well-known insurance companies and from 
7 > date amounts to $1,363,265,091 on war thousands of clients, as well as the respect of many veteran life insurance 
orms risk term insurance and $11,364,656 on 


men, because it has lived up to its ideals. 


United States government life insur- 
ance. The total amount dis! irsed to 
date amounts to $386,287,82t on the 
term policies and $11,745,90 on the The Grizzard System endeavors to give the utmost of service] to 


its clients. It knows no idea of petty competition. Its standard may 


dlicy in other kinds. 



































jittle in a 
ns are National Reserve’s Building lans be summed up in the single word CO-OPERATION. Love, not hate,{is 
ig man 2 : inscribed on itsbanners. Truth is its guiding star. It aims to co-operate 
ansem The plans are rapidly progres:ing for 
herr the new home office building of the Na- in the broadest sense with the highest ideals of the insurance fraternity. 
: tional Reserve Life of Topeka. If the 
a friendly suit just filed in "the supreme ? 
. : 
—— the pot neyo ragga pal Age asin The Grizzard System is an old-line life insurance agency organiza- 
vg he and the construction work will be pushed tion—not a “savings bank proposition,” nor a “bank plan"’ with] life 
x as an for the new building. The structure is insurance as a mere inducement—its scope embraces life insurance 
ovision to be 12 stories high, partly occupied by service exclusively. 
in the the company and the rest of the space 
ccident available for rental purposes. 
. policy Under the Kansas law money invested 
s death by life companies in home office build- 
5, will Ings cannot be listed as reserves unless 
nts per the building is used exclusively by the 
g man company or has only sufficient rental 
: space to take care of the immediate fu- 
5 years ture needs of the company. This would 
to be not be true of the proposed building and 
jent or ff the company expects to derive a large 
revenue from the rental of space. The 
d busi- friendly suit in the supreme court is 
1 these brought by the company against its 
me the president, G. G. Moore, to compel him 
usly in- to carry out the wishes of the directors 
ners as who ordered the building. He has re- 
st wel- fused on account of the legal prohibi- 
t when tions and the suit is to determine whether 
ners Of or not the prohibitions should stand. 
usiness The case is expected to be argued in 
include May and a decision should be rendered 
annual early that month. 
res the Would Require Taxable Securities 
red the One bill 
ty and Hf was introduced in the first week of the 
special session of the Texas legislature. GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
Sg setgyloe A company writing casualty, CHICAGO, Incorporated OHIO, Incorporated 
b . accident, elity, guaranty or i i 
als rote 4 gr nanny in Texas, which is re- Send for free Wrigley Bldg., Chicago 308 Euclid Ave., CLEVELAND 
7 y law to de it wi th ate : 
da lv Jf treasurer, money ~ ph hg By copy of Radio || GRIZZARD SYSTEM OF 16 E. Broad St., COLUMBUS 
¢ thet Mand the tics Which are taxable in Texas, Address on Life MICHIGAN, Incorporated Metropolitan Bldg., AKRON 
ne year securities for taxation Sagas hat be Insurance by Ist Natl. Bank Bldg., Detroit Daily News Bldg., CANTON 
consent in Travis county, of which Austin is the James A. Gris- 
before = seat, zard broadcasted 
“other he bill is aimed at those companies nis mane GRIZZARD SYSTEM OF AMERICA, Incorporated 
to any treasury un = ee in the Texas over Amersca. 
tect ’ erty bonds which are exempt i ; 
— Te taxation Passage of the bill Executive Offices, Wrigley Bldg., Chicago 
iy be éraw ce these companies to with- 
) an with odin sd bonds and replace them 
for surance ubject to taxation. In- 
ble 10 the Tecs mPanies have on deposit in 
meee — treasury $18,500,000, a large > n> yam OD "Oe Ol 
which is now represented by Caos SS. OS —,/ 


Liberty bonds. = 
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Power—Opportunity—Responsibility 


From the days of the first tribal unit 
down to the present with our highly 
organized, closely related social, polit- 
ical and economic organization, one of 
the great problems of society has been 
the proper use of special “powers” ac- 
quired by the individual or by various 
subsidiary organizations within the 
body politic. In fact, a history of the 
human race could be written around the 
central topic of the use and misuse of 
power. Military tyrants and autocrats 
have drenched the world with blood to 
vent some private grudge or to satisfy 
their insatiable lust for personal aggyan- 
dizement. While, on the other hand, 
the beneficent reign of a Pericles en- 
abled a single nation to turn forward 
the clock of time and to give to the 
race a heritage of art, philosophy and 
literature which, even to the present 
day, has never been surpassed. 

And, as in the dawn of history, so 
today the uses of political, social and 
economic power determine to a great 
extent the well being of the great ma- 
ority of the human race. 

Without wishing to theorize, it is 
quite unlikely that we shall ever be able 
to operate our government or our bus- 
iness on a communistic basis. A recent 
experiment has demonstrated quite defi- 
nitely the’ impossibility of attaining 
success along these lines, at least with 
human nature constituted as it is at 
present. The reasons are fundamental 
and apparent. In spite of much senti- 
mentalizing in regard to “liberty, equal- 
ity and fraternity,” we have found no 
way of getting work done except by the 
definite delegation of certain powers to 
those especially capable along particular 
lines and the assumption by such indi- 
viduals of the ‘personal responsibility 
for the exercise of the powers delegated. 

It is trite to say that individuals vary 
as do animals or flowers and any at- 
tempt to ascribe to every one equal abil- 
ities along all lines would seem, on the 
face of it, to be absurd. And yet, those 
who are agitating for so called “pure 
democracy,” either in business or pol- 
itics, are apparently forgetting this fun- 
damental fact. Centuries of thinking 
along these lines seem to have resulted 
in the conclusion that, after all, the only 
solution of our problems lies in a dele- 
gation of extraordinary powers to cer- 
tain particularly endowed individuals 
who shall administer unselfishly for the 
benefit of the great majority. Such a 
system is really a combination of the 
aristocracy of brains and ability with a 
democratic control which also, on its 
part, must be exercised with wisdom 


and tolerance by those in control. 

Such a union should produce very ex- 
ceptional results. As a matter of fact, 
in a few instances in which we see it 
operating, we do meet with just exactly 
what we should expect. Government 
has not yet learned the lesson entirely 
but, once in a long while, we do find in 
a business institution these principles 
exemplified. 

Some of our life companies are cases 
in point. This is especially true of such 
an organization as the Metropolitan Life 
for example. Its wealth, the large num- 
ber of its employees, its mutuality which 
makes its governing officers responsible 
to about 20,000,000 policyholders scat- 
tered over the entire country, help to 
contribute to the formation of an or- 
ganization fitted from every standpoint 
to carry out the experiment of delegated 
power, beneficently and wisely applied. 

Here we have a classical lesson which 
can be profitably taken to heart by both 
business and politics. Think of the pos- 
sibilities for the use or misuse of its 
power by an organization such as this 
which has a membershin in this country 
alone of 20,000,000 of people and whose 
assets reach the stupendous sum of $1,- 
250,000,000. Think of what this means. 
You may travel from one end of this 
land to the other and, on the average, 
one out of every six individuals whom 
you will encounter, including men, 
women and children, are members of 
and part owners in this wonderful enter- 
prise. 

And yet, how wisely, how practically, 
how benevolently does it use its power 
for the amelioration of human suffering, 
for the inculcation of principles of hy- 
giene and health, the care for the sick 
and the fostering of all human enter- 
prises which tend to increase the hap- 
piness, comfort and the advancement, 
physical, moral and mental, of society 
at large. 

Hatey Fiske, its president, and those 
associated with him in the responsibil- 
ity of directing this gigantic organiza- 
tion are performing a public function 
the value of which can scarcely be es- 
timated and the far-reaching results of 
which will become apparent only 
through the lapse of time. 

It is not at all improbable that, in the 
future, both governments and business 
institutions organized, as they are, pri- 
marily for profit, will realize that the 
only way by which they can continue 
their existence without political upheav- 
als or continual strikes and lockouts, in- 
volving a tremendous waste of life and 


paths. And, hen me awakening 
comes, they will jo9, 40 the methods 
of this organizati,,, ,, , model for the 
proper administrajoy of power.. 
Probably nowht-e ejce: has there been 
such a brilliant exempjrfication of the 
success which come, f¢,Om a union of 
power, opportunity anq responsibility, 
and some day after we 2s a nation and 


as a group of independent business or- 
ganizations, have come to the realization 
of the absolute necessity of the amal- 
gamation of these three principles in 
the operation of any public or private 
machinery, then, and only then, can we 
be permanently rid of our present in- 
efficiency and useless conflict of con- 
tending interests. 
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Two well known jjf¢ underwriters, 
Irwin J. Muma, manage; f the southern 
California agency of ti, Aetna Life, and 
Frank O. Bristol, who ‘s at the head of 
a general insurance business, are among 
the seven candidates t, form the Los 
Angeles board of education to be chosen 
at the coming election. Mr. Muma is 
chairman of the building committee and 
a member of the finance committee of 
the present board of education, and has 
resided in Los Angeles 14 years. Mr. 
Bristol was formerly a member of the 
committee on school affairs of the local 
chamber of commerce. He has lived in 
Los Angeles since 1910 and is recog- 
nized as a big personal producer of life 
insurance, having represented the Equit- 
able of New York and other companies. 


Martin C. Hillery of Hartford, former 
manager for the Mutual Life Insurance 
Company and for many years connected 
with the insurance business in Hartford 
and elsewhere, dropped dead on the 
street in Leominster, Mass., last week. 
He was 59 years old. 

Mr. Hillery had been suffering from 
heart disease about 17 years, and it was 
for-this reason that he left the insurance 
business and. lived more leisurely. He 
spent the winter in the south, returning 
in February. A fire on his extensive 
property in Leominster called him away 
from home, where he spent a great deal 
of time superintending repairs. It is 
thought that he may have exerted him- 
self too much in this way. 


Friends of J. H. Byrley, Fidelity Mu- 
tual Life manager for Georgia and Ten- 
nessee, are glad to see him back on the 
job again at his headquarters in Atlanta, 
Ga. Mr. Byrley was obliged to spend 
about three months at Miami, Fla., re- 
cuperating from illness. 


Asa S. Wing, president of the Provi- 
dent Mutual Life, is now free to devote 
his full attention to life insurance, hav- 
ing resigned last Thursday from the 
presidency of the Provident Trust Com- 
pany. J. Barton Townsend, who entered 
the service of the old Provident Life & 
Trust 38 years ago, eventually becoming 
vice-president, was elected to succeed 
President Wing. The latter, however, 
remains on the trust company’s board of 
directors. Mr. Wing’s resignation was 
in accordance with the policy contem- 
plated when the Provident Trust Com- 
pany was organized in February, 1922, 
to take over from the then Provident 
Life & Trust all its business other than 
life insurance. Mutualization was com- 
pleted Dec. 29, 1922. 


Jackson Maloney, vice-president of 
the Philadelphia Life, has been elected 
secretary of the Philadelphia county 
life insurance advisory board, appointed 
recently by President Staples of the 
Philadelphia Association of Life Under- 
writers to examine applicants for agents’ 
licenses and weed out undesirables. Mr. 
Maloney is secretary of both the ordi- 
nary and industrial groups. Examina- 
tions are held in his office. The board 
works in an advisory capacity with the 
insurance department of Pennsylvania. 


Edwin Austrian, one of the veteran 
life underwriters of Chicago, died at his 
home this week at the age of 63. Mr. 
Austrian had been with the Northwest- 
ern Mutual Life in Chicago for 20 years. 





creative energy, is by following these 


coming from St. Paul in 1904. He was 





one of the leading producers in the 
Hobart & Oates agency and was active 
in association work. He was a brother- 
in-law of Julius Rosenwald of Chicago. 
Mr. Austrian was one of the most popu- 
lar men in the agency, a man of high 
principles and broad gauged. Tribute 
was paid him by the other members of 
the force, about 40 being present at the 
funeral services on Monday. 

Dr. Otto P. Geier of Cincinnati, the 
well known public health authority, 
talked before the Insurance Officials’ 
Club of Cincinnati on Monday on “In- 
surance from the Medical Viewpoint.” 
Dr. Geier gave it as his opinion that the 
time would have to come when the life 
companies of the country would organ- 
ize to take a more definite part in the 
prolongation of human life and in pre- 
ventive medicine. He said that the com- 
panies have a very definite responsibil- 
ity along this line and that as yet they 
are not living up to it.’ He said that 
statistics show this would pay in dollars 
and cents and that it would also be 
carrying out a long-sighted social policy. 


Darby A. Day, Chicago manager for 
the Mutual Life of New York, and 
president of the Chicago Life Under- 
writers Association, has been elected 
president of the Illinois State Society 
for Crippled Children which was organ- 
ized at Bloomington, IIl., last week. The 
society is a movement on the part of 
the International Crippled Children’s 
Society which is now organized in ten 
states. The idea is to bring the school 
to the child rather than place the child 
in some institution. 

Miles Scheaffer, who has been con- 
nected with the Collins Investment 
Company of Oklahoma City as an offi- 
cial, has resigned. Mr. Scheaffer is 
arranging to return to direct insurance 
work. He was formerly actuary of the 
Indiana insurance department and_ in 
practical charge of the department. Mr. 
Scheaffer is a very competent man. 

Fred W. Potter, formerly Illinois in- 
surance superintendent, who has been 
recuperating for some months from his 
illness, has now returned to Springfield, 
Ill., in good health and is soliciting 
insurance for the Mutual Benefit Life. 
Mr. Potter appeared last week before 
the house committee on insurance which 
was giving a hearing on the anti-twist- 
ing bill. 


Miss Angeline Reynolds, daughter of 
J. B. Reynolds, president of the Kansas 
City Life, was married recently to W. 
E. Bixby of Springfield, Mo., who is to 
be connected with the Kansas City Life. 
Mrs. Bixby is quite well known to west- 
ern life insurance officials, having at- 
tended many of the meetings of the 
American Life Convention and other 
life insurance organizations. 


George Phel district agent of the 
New York Life vat Norfolk, Neb., was 
elected mayor of that city recently 0m 
a reform ticket. He has promised te 
clean out the bootleggers and vicious 
resorts and the large majority given = 
in the election indicates that he ee 
have the support of the citizens behin 
him. 


According to the accounting filed = 
Newark, on Saturday the value of the 
estate of John F. Dryden, former 
United States senator from New Jersey 
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life insurance. 


As trustees of the estate of the late 
John R. Hegeman, for many years 
president of the Metropolitan Life, 
Haley Fiske, Frederick H. Ecker and 
D. F. Dutcher, have filed their account- 
ing. The trust fund amounts to over 
$1,269,000 and produces an income of 
about $68,000. When Mr. Hegeman died 
the value of his estate was estimated at 
from $20,000,000 to $25,000,000. 


A. W. Chambliss, vice-president of 
the Provident Life & Accident of Chat- 
tanooga, has been reelected mayor of 
Chattanooga. This coming term will 
make his fourth as chief executive of 
the home city of the Provident. He 
served two terms 15 or 20 years ago, 
and four years ago was called to the 
mayor’s chair as the result of a move- 
ment to interest the leading business 
men of the city in civic government. 

John W. Estes, manager of the St. 
Louis office of the Aetna Life, cele- 
brated his 59th birthday last week, re- 
ceiving congratulations and floral re- 
membrances from his friends. Mr. 
Estes had wide business experience in 
various lines before going to St. Louis 
is 1901 to become Missouri state man- 
ager for the Aetna Life. He resigned 
shortly afterward and became a mem- 
ber of firm of Kendrick & Estes, man- 
agers of the Equitable Life of New 
York. He again became manager at 
St. Louis for the Aetna March 1, 1906, 
and has been in charge since. He was 
president of the St. Louis Association of 
Life Underwriters in 1908. 





Ohio Branch 





Charles T. Wallace has just been ap- 
pointed manager for_northeastern Ohio 
for the Mutual Life of New York, with 
headquarters in Cleveland. This is one 
of the largest agencies of the company 
in the country. The promotion comes 
to Mr. Wallace after over 30 years of 
continuous service with the company. 
He entered the employ of the company 
as an office boy in the Chicago agency. 
Mr. Wallace has been agency cashier of 
the company in Cleveland for over 20 
years. He succeeds E. M. Post, who 
has been manager in Cleveland for the 
past 15 years and who retires on account 
of ill health. 

Mr. Post has been with the company 
about 31 years. He went to Cleveland 
from Indianapolis, where he had been 
manager for some years. Before that he 
was manager at New Orleans and other 
points in different parts of the country. 
He will rest and endeavor to regain his 
health. He built the business from 
$1,500,000 a year to $12,000,000. 

Mr. Wallace started with the com- 
pany in Chicago, became assistant cash- 
ier there, and was then transferred to 
Cleveland as cashier. 


W. W. MacLaughlin and E. I. Elder 


W. W. MacLaughlin and E. I. Elder 
have been appointed general agents for 
the Northwestern National in central 
Tennessee, with headquarters in Nash- 
ville. Both have an excellent record as 
personal producers and agency directors. 








Benefit Is Succeeded by Assistant 
Supt. of Agencies Tennyson 





G. A. Newkirk, general agent for the 
Mutual Benefit at Denver, Colo., has 
resigned and William H. Tennyson, 
assistant superintendent of agencies, has 
been granted a leave of absence from 
the home office and has taken tempo- 
rary charge of the Denver agency as the 
company’s general agent. Mr. Newkirk 
is the dean of the Mutual Benefit 
agency force. 

He has been with the company for 36 
years and only retires from active duty 
on account of persistent ill health. The 
company is sending the assistant super- 
intendent of agencies to take charge of 
the Denver office in order that it may 
study closely the agency conditions in 
Colorado and Wyoming. This will en- 
able it to be in a better position to make 
plans for the future conduct of the 
Denver agency. 


H. C. McCann and L. L. Pope 


H. C. McCann and L. L. Pope, who 
have operated the Michigan agency for 
the Federal Life of Chicago under the 
firm name of McCann & Pope for many 
years, have dissolved the partnership 
and .will in the future operate as two 
separate agencies in the state. The Fed. 
eral Life’s headquarters have been at 
Bay City, Mich., and the affairs of the 
two agencies will continue to be oper- 
ated from that point by the Federal 
Life. Mr. McCann and Mr. Pope have 
both been among the company’s leaders 
for many years and have been at all 
recent gatherings of the production 











Reliance Life Appointments 


G. T. Elmgren, for the past two 
years special agent of the Reliance Life 
at Minneapolis, has been appointed 
agency organizer for the great northern 
department, which embraces Minnesota, 
North and South Dakota territories. 
Mr. Elmgren’s promotion comes as the 
result of two years’ successful field 
work. 

C. T. Nuss, Jamestown, N. Dak., has 
been appointed general agent of the Re- 
liance Life for a portion of North 
Dakota. Mr. Nuss was formerly state 
agent for the Kansas City Life. 





F. J. Dieterle 


F. J. Dieterle, special agent, has been 
promoted to assistant manager of the 
Detroit, Mich., branch of the Missouri 
State Life. He has been with the com- 
pany in Detroit since March 21, 1922. 

Mr. Dieterle went with the Missouri 
State Life early in 1922, leaving the 
selling staff of the Alexander Hamilton 
Institute. Prior to that he taught school 
for a year following graduation from 
college, served two years in the army 
during the war, and was a claim agent 
for a railroad. Since joining the office 
of Manager C. E. Waddell he has shown 
ability in producing business, particu- 
larly group business. 


Philadelphia Life Changes 
The Philadelphia-Life is opening a 
new agency at Dover, Del., under the 
direction of S. J. Hall, formerly a fra- 
ternal insurance man. Haydn Davis 








BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


Home Office: 
Assets’ - . 


Lincoln, Nebraska 


$22,200,000.00 





GENTLEMEN : 


force. 


I remain 


—— 


Horton, Kansas, Jan. 10, 1923. 


Bankers Life Insurance Company, Lincoln, Nebraska. 


I am proud to receive the surplus of $1,292.06 and a paid up policy for life for $5,000.00 
on my Twenty Year policy with you which has just matured. 
Beck, has just made the settlement which is very satisfactory in every way. I understand 
that I am to receive an annual dividend on this paid up policy as long as I live and that 
at the present earning rate the first dividend will be about $24.00. 


I find that if I had taken the entire cash value on this twenty year policy I would have 


received all the premiums I paid you and in addition over $700.00 clear profit, besides hav- 
ing had the $5,000.00 protection for twenty years but would prefer to keep the policy in 


Thanking you for the many helps you have given me since I first took out this insurance, 


Yours very truly, 


WILLIAM WILSON. 


Your local agent, William 


TWENTY PAYMENT LIFE POLICY 
TWENTY INSTALLMENT 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT ' 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of Lincoln, Nebraska’ 





Residence 


Amount of policy 
Total premiums paid............. 


SETTLEMENT 


° Total cash paid Mr. Wilson....... $1,292.06 
And a paid-up participating policy for 














ae 


If interested, consult one of our agents or write Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Neb. 


es eee vue William Wilson 


Name of insured 


Horton, Kans. 
Did ica tye a $5,000.00 
2,360.00 


$5,000.00 
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Policy. 


If interested a free copy will be 
mailed without obligation. Write 
your name and address on the 
margin of advertisement and 


pe niectner Geeta on eet 


“GIVE YOUR CHILD 
A CHANCE” 


is the name we have given a new 
booklet describing our Educational 
It contains many interesting 
statements regarding the money value 
of an education and the danger of 
delay in preparing for the expense. 


mail it to 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


Columbus, Ohio 


a 


_! 








‘‘Nothing humbler than ambition 
when it is about to climb.’’ 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. 

The Franklin has a splendid tradition for 
“Aggressive Conservatism.” Organized 
to render practicable the highest ideals of 
life insurance, it has maintained among 
its underwriters, as the first essential, the 
highest ideals of service—ambitious ser- 
vice. 


. That other wonderful idea worded, “He 


The Franklin Life Insurance Company . 


profits most who serves best,” has been 
practiced by this company since 1884 
Our men know it is true. 


Springfield, Illinois 











has just been appointed agency director 
for Scranton, Pa., Owen E. Williams 
being appointed to assist him. At the 
home office F. C. Curley has taken the 
position of agency director for the build- 
ing and loan department. 


CHANGES BY MANUFACTURERS 





P. A. Wintemute Has Become Branch 
Office Manager in Eastern Mani- 
toba—Other Appointments Made 





P. A. Wintemute has become branch 
manager of the Manufacturers Life for 
eastern Manitoba with headquarters in 
Winnipeg. For over 12 years he has 
been branch manager for southern AIl- 
berta. He started as a local agent at 
Arcola, Sask., and later was made dis- 
trict agent and afterwards inspector 
for Saskatchewan. In 1911 Mr. Winte- 
mute was appointed branch manager 
for southern Alberta with headquarters 
at Calgary. He served as president of 
the Life Underwriters Association of 
Canada in 1919. Mr. Wintemute suc- 
ceeds C. M. Twiss, who is leaving his 
position on account of ill health. His 
whole career has been spent with the 
Manufacturers Life. He started as a 
local agent in Brandon in 1908. 

R. W. McClung succeeds Mr. Winte- 
mute in southern Alberta. His entire 
insurance experience has been with the 
Manufacturers Life, starting as a local 
agent at Manitou, Man. In 1914 he 
was made branch manager for northern 
Alberta with headquarters at Edmon- 
ton. 

R. A. Robertson has been appointed 
acting manager for northern Alberta. 
He has been a leading producer since 
he started with the company in 1917. 
He lived in Edmonton for a long time 
and is regarded as a native son. 


Michael Rubner 


Michael Rubner, who has been assist- 
ant manager of the Alfred Holzman 
agency of the Equitable Life of New 
York in Chicago, has joined the E. E, 
Besser general agency, to operate on a 
joint agency plan with Mr. Besser. Mr. 
Rubner will take direct charge of the 
life department of the agency, which is 
general agent for the Columbus Mutual 
Life. Mr. Rubner is a big personal pro- 
ducer, writing over $500,000 personal 
business a year. He has been with the 
Holzman agency since the war, being a 
lieutenant in the air service during the 
war. 








Robert R. Denny 


Robert Roy Denny has been named 
branch office manager for the Missouri 
State Life for the state of Oregon and 
will maintain his headquarters in Port- 
land. Mr. Denny was in St. Louis for 
several days arranging the details for 
his new charge. For the past two years 
he has been with the Travelers at Port- 
land under General Agent Grossmayer 
and is expected to prove a very valuable 
addition to the Missouri State Life or- 
ganization. With the Travelers he had 
charge of the life, accident and group 
department of the Portland agency. He 
opened the first Oregon and Washing- 
ton agency for the Travelers at Port- 
land in 1907 and had charge of the of- 
fice for five years. He then went into 
the manufacturing business and was 
out of insurance for almost ten years. 


Roy Beck 


Roy Beck, who resigned as manager 
of the sales promotion department of 
the Missouri State Life a few weeks ago, 
has decided to carry a rate book again 
for the St. Louis company. He has 
renewed the agent’s contract with the 
Missouri State Life he relinquished 
when he went into the sales promotion 
department. He will work out oi the 
St. Louis agency and plans to concen- 
trate on inheritance tax insurance, cor- 
poration and similar lines. 

Mr. Beck joined the agents of the 
Missouri State Life in 1914. Previously 
he had been in Y. M..C. A. and edu- 








cational work. He qualified for the 
$100,000 Club the first and each suc- 
ceeding year. In 1918 he took charge 
of the sales service department and he 
contributed no small part to the wonder- 
ful growth of the Missouri State during 
that period. 





Howard Scott 


The expansion program of the Se- 
curity Mutual Life of Binghamton, N. 
Y., is being put into effect in Kansas. 
A new general agency has just been es- 
tablished at Wichita and another is to 
be opened shortly at Salina. Howard 
Scott of Hutchinson has been named 
district manager at Wichita. He has 
been in the life insurance business for 
many years and has just resigned from 
the Bankers.Reserve Life of Omaha to 
take the new position with the Security 
Mutual. Hugh Larimer has been the 
Kansas general agent for the company 
ever since it entered the state. 





Life Agency Notes 

B. M. Barry, who has been associated 
with the Detroit Life, working most of 
the time in Paw Paw, has been made 
manager of the company in Kalamazoo, 
Mich., succeeding C. C. Otis. 

Warren E. Johnson, formerly with the 
St. Paul agency of the Mutual Life of 
New York as district manager at Austin, 
Minn., has joined the Des Moines agency 
under Manager A. P. Hohmann, as super- 
vising agent. 

A. O. Harwood has opened an agency 
of the Western States Life of San Fran- 
cisco. For 12 years he was_ superin- 
tendent of the Metropolitan Life of San 
Francisco. He is lcoated in the First 
National Bank building in that city. 

A. L. Saltzstein, Milwaukee, general 
agent for New England Mutual Life in 
Wisconsin and upper Michigan, an- 
nounces the appointment of C. A. Holst, 
Madison, Wis., as district manager for 
Dane county and vicinity. Mr. Holst will 
maintain offices in the State Bank of 
Madison building. 


Postal Life Figures 

Agents are studying carefully the 
figures of the Postal Life of New York, 
which is a mail order company. Its 
new business last year was $3,980,465. 
It had in force Dec. 31, $42,913,562. Its 
increase in insurance in force is only 
$106,132. Its terminations, therefore, 
were very heavy. 


Based on Straight Life 

Senator Webster of Chicago has in- 
troduced a bill in the Illinois legisla- 
ture providing that in endowment and 
limited life policies, premium payments 
made over what are charged for straight 
life policies, 3 percent interest shall be 
paid to the beneficiary in addition to 
the amount of insurance in event of 
death. In other words all payments m 
excess of the ordinary life premium on 
any kind of policy shall be returned to 
the beneficiary in addition to the face 
of the policy. 


Charles Andrew Anderson, special reP- 
resentatives at Richmond, Va., for the 
Mutual Benefit Life, and Miss Frances 
Jeter of Huntington, W. Va., will be mar- 
ried June 30 in Lynchburg at the home 
of Mrs. Gilbert Jeter, mother of the 
bride-elect. 


— 





Actuary 


Several years experience in 
Life Insurance in Actuarial 
and Secretarial work. Is 
open to proposition as Ac- 
tuary or Secretary-actuary. 
Address D-100, care The 
National Underwriter. 








a 


Position Wanted 


Actuary, assistant actuary, OF assistant 
secretary by young man with several yea’s 


experience. 
” Address, D-85, 


Care The National Underwriter 
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NEBRASKANS DISCUSS 
PART-TIME SITUATION 





All Favor Full-Timers, But Some 
Feel They Can’t Be Used 
Exclusively at Present 





COUNTRY BANKER IN BAD 





Sentiment General Against Use of That 
Class—University Students Best 
Material 





LINCOLN, NEB., April 24.—Senti- 
ment among Nebraska life men is di- 
vided over the question of whether part- 
time agents should be employed. Some 
of the executives take the position that 
in a sparsely settled state like Nebraska 
it is necessary, because of the expense 
involved, to employ men who can de- 
vote but a portion of their working time 
to soliciting business, but all believe 
that in time the ideal condition of em- 
ploying only competent, trained and in- 
terested men will be brought about. 

Sentiment is strong against the use of 
the country banker as an agent. There 
is a feeling among life insurance men 
that the country banker ended his use- 
fulness, as a class, during the era of the 
stock salesmen with their blue sky 
propositions; that they used their 
knowledge of the financial affairs of cus- 
tomers to gain fat commissions from 
the salesmen by introducing them to the 
farmers and small business men and 
inducing them to buy stuff that after- 
wards proved worthless. This has left 
a bad taste in the farmer’s mouths with 
respect to bankers, and has curtailed 
their output of new business. 


Depends on General Agent 


The belief is also held that where 
part-time men are used the character of 
the general agent and the kind of meth- 
ods he uses to get business determines 
whether it is an evil or not. 

H. H. Loughridge, of Loughridge & 
Wilcox, general agents for the Equi- 
table of Iowa, said his firm does not use 
part-time men, and doesn’t want them. 
Ethically it is bad business, and actu- 
ally it does not pay. An increased sen- 
tment is noted from year to year 
against the use of the part-timer, not 
only upon the part of the agents and 
the companies, but upon the part of the 
public. 

Objection to Country Bank 


“The -public is demanding of life in- 
surance men,” said Mr. Loughridge, 
qualifications akin to those asked of 
the doctor or lawyer. Nobody would be 
Satisfied to have a man prescribe for 
him who was merely trying it out to see 
if he would like medicine, and intended 
to follow it only if he found it pleasant 
and profitable. The sentiment is strong 
against the country banker, as a class. 
here are exceptions, but the country 
banker, generally speaking, has shown 
too much of a disposition to work for 
the commission only and to grab it 
‘very time he can. This isn’t good for 
the life insurance business. Occasion- 
ally a real estate or insurance man 
turns in a lot of nice business, but my 
Own opinion is that the business ought 
to be conducted by men who have a 
nowledge of the business, and who can 
Pass an examination like other profes- 
stonal men must do. 

a objection to the part-timer that 

*.™most torce is that he is not in a 
[eaiie to advise his prospect or client, 
it ve y he has not the knowledge to do 
+ than Service is one of the big obliga- 

* m™mposed on agents. The part- 


ti : . - - ; 
“mer, being neither trained or in train- 











Lincoln Life Building 





Just Across the Street 


Since its organization The Lincoln National Life Insurance 
Company has maintained a service policy which brings all the 
helpful co-operation of its Home Offce as near to the agent as 
possible. Its ambition has been to make all its Home Office 
assistance seem “just across the street” to its salesmen and its 
policyholders. 


Every effort to save the agent time and worry has been 


extended. The work of keeping its sales pointers as fresh and 
vigorous as the morning newspaper has never let up. No 
Lincoln Life agent will ever be allowed to feel that his company 
has retired to the distant retreat of the home for “ Worn 
Out Sales Plans.” 


This confidence in the aggressive attitude of his com- 
pany gives every Lincoln Life salesman faith in himself 
because he knows that he has the entire Lincoln Life organiza- 
tion on the job with him. 


The advantage of having their efhcient Home Office service 
“just across the street’? from their own office awaits all those who 





The Lincoln National Life 


Insurance Company 


“Its Name Indicates Its Character” 


Now More Than $245,000,000 In Force 


Fort Wayne, Indiana 











"8, Is very likely to be interested in his 
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commission. Some agents say that the 
trained men of the future will come 
from the part-time supply, but I don’t 
believe it. An agent ought to be 
trained before he goes -out after busi- 
ness; then if he does the work he is en- 
titled to the reward. His big job is to 
take care of his customer, and he must 
know how to do it.” 


M, A. Hyde’s View 


M. A. Hyde, secretary of the Security 
Mutual of Lincoln, said that in the final 
analysis it is the character of the gen- 
eral agent who determines the value to 
the business of the part-time agent. The 
emphasis is upon the responsibility of 
the general agent. He can make the 
part-time man a valuable adjunct to 
business-getting by proper training and 
proper supervision, but in no event will 
the part-time man be better, in the sense 
of responsibility to the company and the 
business, than the man who employs 


im. 

The trouble, as Mr. Hyde sees it, is 
that too many employing agents are in- 
terested more in the quantity than in 
the quality of the business, and they 
permit policies to be sold by men who 
have no conception of the responsibility 
of a company to the policyholder and 
who have no ideals of conduct or serv- 
ice. Getting the business is the slogan 
of such agents, and they get it from the 








general agent. A great deal of pressure 
is brought to bear on companies that 
seek to maintain ideals and to protect 
buyers of insurance from being oversold 
or imposed upon to lessen their stand- 
ards by reason of this sort of service, 
to let up a little on their rules so as to 
get some of this business. 


Conditions Getting Better 


The temptation is present when one 
considers that a company conducted 
with loose agency methods may write 
three times as much as another that 
maintains its ideals, and while it will 
have a large lapsation it still keeps on 
the books more than the latter. He be- 
lieves, however, that things are getting 
better in this regard, but the correction 
must come from the employer. Agents 
who don’t care a rap about what they 
are selling and are interested only in 
putting things over are a detriment to 
the business. , 

Mr. Hyde is of the opinion that in 
Nebraska it is impractical to do away 
with the part-time man in the country 
and the smaller towns. In the city it 
may in time be accomplished with a 
measure of benefit to the business. 


Must Employ Right Type 


M. L. Palmer, general agent for the 
Aetna in Southern Nebraska, believes 
that preliminary preparation demands 





the part-timer. The abuse of which 
complaint is rightfully made with re- 
spect to the work of part-time ‘solicitors 
lies in the failure of the companies and 
general agents to employ the right type 
of part-time men. The field will never 
rise higher than the general agent or the 
company that does the employing. The 
greatest menace to society is the general 
agent who turns loose upon the public 
part-timers and full-time men without 
adequate preparation and knowledge of 
the business and without a sense of 
their responsibility to the community 
covered. 

In his experience, Mr. Palmer has found 
that bonuses and convention trips for 
men who write a certain amount of in- 
surance have often resulted in quality 
and stability being sacrificed for the 
purpose of rolling up a large volume. 
He employs a considerable number of 
part-time men, but they must make 
good within three or six months or they 
are dropped. In determining whether 
they are to continue with him the quan- 
tity of business is not the leading fac- 
tor, but whether they take a proper in- 
terest in the business and come to 
regard the policyholder’s interest as 
identical with their own. 


Depends Largely on Training 


_ Mr. Palmer says that the chief abuse 
lies in the practice of some superintend- 
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ents or supervisors in going to a town, 
hiring some man whose chief qualifica- 
tions are his acquaintance in the neigh- 
borhood and his knowledge of who can 
afford to carry insurance and being in- 
troduced around by him. These are the 
part-time men he objects to. His own 
practice is to try to locate and employ 
some bright and active man in a town, 
imbue him ‘with the ideals of service and 
leave him to work up business of his 
own because this leads to steady pro- 
duction. 

The question of the part-time man is 
not one to be decided one way or the 
other, to be commended or entirely con- 
demned. It all depends on how the 
part-time man works, and this depends 
on what sort of instruction and train- 
ing he gets. In sparsely settled western 
Nebraska part-time employment is the 
only way in which the field can be cov- 
ered. To eliminate him would be to de- 
prive that section of insurance. Mr. 
Palmer has had a number of part-time 
men who take pains to properly prepare 
themselves, and these succeed and are 
valuable to any company. 

No Action by Association 


A. R. Edmiston, general agent of the 
Union Central, said that the question 
was one that has been before the local 
association of life underwriters and dis- 
cussed upon a number of occasions, but 
it has never taken a definite and decisive 
position upon it. The objections to em- 
ploying men who can devote but a por- 
tion of their time to the writing of life 
insurance, he said, are that it creates a 
divided interest and that at one time or 
another one of these interests is bound 
to suffer. Life insurance is a specialized 
business, and no one ought to engage 
in it without being properly trained and 
equipped. ; 

In time Mr. Edmiston believes that it 
will be possible to dispense with the 
part-time agent in the country as well 
as in the city. Always there is to be 
considered the fact that there must bea 
probationary period during which a man 
wants to find out if he desires to make 
it a life work, and this sometimes 
means that a man does not want to cut 
adrift from his old job before he is cer- 
tain he will like or make good in his 
new one. 

Write Business That Won’t Stick 


In spite of the presence in the busi 
ness of higher-ups in life insurance who 
follow the old rule of making the end 
justify the means, the constant preach- 
ing of ideals of service and conduct by 
leaders who take pride in the business, 
by the insurance press and through as- 
sociations of underwriters is bringing 
about good results. Not so many years 
ago many agents did not hesitate to 
employ spotters to tip them off if any 
other agent was talking insurance to 4 
friend or fellow employe, but this prac 
tice has disappeared. — 

Mr. Edmiston’s principal objection to 
part-time workers is that too many 0 
them know little about the profession 
and the result is they write poor bus! 
ness that does not remain on the books. 
He had one experience where a prospect 
said he was compelled to divide his 
business because that was the only way 
he could get money the part-time agent 
owed him, a condition that convince 
Mr. Edmiston momentarily that there 
is some advantage in being a deadbeat. 


Students Good Material 


Lloyd B. Gettys, district manager for 
the Mutual Life of New York, says that 
his company has had considerable & 
perience in Nebraska with part-time 
men, and that, generally speaking, the 
results had not been satisfactory. 
man with other interests cannot be &* 
pected to give the business of writs 
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agent is not around all the time h 
find that his part-time men wil 
work when he is gone. | 
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best source of supply is found in the 
student body of the state university. Mr. 
Gettys is a university man himself, and 
came into life insurance through part- 
time work while he was studying. 

Practically all of the part-time men 
Mr. Gettys now has on his payroll are 
university students. These are all men 
who have taken up the work with the 
expectation of becoming full-time men 
later on. It is only with this object in 
view that Mr. Gettys takes on part-time 
students, to develop them as under- 
writers. 

The most successful agent, Mr. Get- 
tys says, is obviously the man who en- 
ters it for the purpose of making it his 
livelihood and puts in his full time at it. 
Under present conditions it is impos- 
sible to get away from the employment 
of part-timers, and the results, he 
thinks, are largely dependent upon the 
character of the general agent who sets 
sandards for his men. 


Hard to Eliminate Just Now 


N. Z. Snell, president of the Midwest 
Life, said that the ideal condition would 
be to employ nobody for agent except 
aman who was able to give all of his 
time to the work and willing to give all 
of his ability to the business. At the 
present time it would be impossible to 
carry on business in Nebraska without 
the part-timer. Later on, as the state 
develops and conditions grow, the ideal 
condition may become a reality. 

The company has a number of part- 
time men on its staff, largely country 
bankers, small town real estate men and 
others of like activities. A considerable 
volume of business, in the aggregate, is 
turned in by these agents, and they are 
a necessity, especially in those sections 
where prospects are not numerous 
enough to justify full-time men being 
sent into the territory. The evils that 
grow out of part-time employment are 
largely within the control of the man 
who does the employing, and if he puts 
his foot down on bad practices they will 
be stopped. 


COSTS TAXPAYERS A BILLION 





War Life Insurance Deficit Over 23 





Year Period Estimated by 
Veterans’ Bureau 





_ WASHINGTON, D. C., April 24.—It 
's estimated that the loss to the govern- 
ment on military and naval insurance 
will be $1,000,000,000. This is the po- 
tential loss, according to Harold W. 
teming, assistant director of the Vet- 
trans’ Bureau, in charge of financial 
conditions, and will be spread out over 
the next 23 years. 

Sses are being paid at the rate of 
$9,000,000 a month at present. Against 
this monthly outgo, receipts from the 
“45,242 policyholders total only $1,300,- 
j The total amount of insurance in 
Orce is $1,848,838,996. 

he government up to Dec. 31 had 
Tecelved $398,476,865.26 in premiums 
ind had paid $386,265,546. Claims were 
fe in so numerously that officials 
ou ¢ Veterans’ Bureau found it neces- 
=, to go to Congress for an appropri- 
th of $13,235,000 for the remainder 
ican fiscal year and for $90,000,000 
. hen fiscal year to begin July 1. It 
eg ered that before the insurance 
oe Fun out, the excess of payments 
Polke seenipts will be $1,000,000,000. 
: Yholders have until August, 1926, 
— after the Peace treaty with 
he any, to convert their war insur- 

* into regular forms of policies. 





Stevinson With Commercial Life 
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pinted "2 S. Stevinson has been ap- 
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SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President 


INSURANCE IN FORCE DEC. 31, 1922 ° ° ; 


Assets ; 4 


Payments to Policyholders since Organizat 


ion ‘ - 


ROOKERY, CHICAGO 


$41,327,797 
; . $137,209 
4,065,756 


Exclusive General Agencies for Minneapolis, St. Paul and Duluth, direct with the Company. 
Openings for General Agents and Managers in Fifteen States 


Address ry GOSS, Vice-President and 














HARRISON B. SMITH, President 


CHARLESTON 


THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory 
in the State of Michigan is ready for the right man. 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 


George Washington Life Insurance Company 
WEST VIRGINIA 











“Twixt the Cup and the Lip” 





“Oft times many things fall out between the cup and the lip”’ 








HESE words were written over three 

hundred years ago by Robert Greene, a 

contemporary of Shakespeare. Greene 
lived a dissolute life and wrote on his death- 
bed ‘‘A Groatsworth of Wit Bought with a 
Million of Repentance”. The words first 
quoted above have stuck in men’s minds and 
we have a short modern version— 


“There’s many a slip 
Twixt cup and lip.” 

Aimost—but not—to get a thing one has 
planned for, labored for, thought he was sure 
of, seemed to have in his grasp—that is the 
tragedy of life and endeavor. 

Such things happen from a great variety of 
causes—some of which could not be foreseen, 
some of which are the fault of others. Some- 
times they are the result of carelessness or ig- 
norance on our own part. But they happen, 
and we lose what we had set our hearts on, 
and that’s the tragedy. Occasionally the loss 
can be made good—only time and labor may 
be lost; but usually such losses, such failures 
“twixt cup and lip” affect us, our children 
and, ultimately, their children. 

What is the most important thing in your 
life? If the Fates were to offer you just one 
wish, what would you wish for? 


Would it not be the welfare of your family? 


What would be the greatest calamity that 
could befall you>? Would it not be— 





FAILURE IN DUTY TO YOUR 
FAMILY? 


If, in order to make sure of doing that 
duty, you should decide to insure your life, 
and should apply for a policy and be found an 
acceptable risk, and then die while the papers 
were in transit—that wouldbea tragedy indeed! 
That would be one of the many things that 
fail “‘twixt the cup and the lip.” There is 
something terribly suggestive in that titl— 
“A Groatsworth of Wit Bought with a Mil- 
lion of Repentance”. Greene was writing a 
a record of his own life. 

Well, it need not so happen to you; your 
“million of repentance” may be avoided. 

If you apply to the New York Life In- 
surance Company for its new form of policy, 
pay your premium with the application, and 
are found to be an acceptable risk, you are 
insured from that moment. This is a new 
feature of New York Life policies, and it 
has already saved the insurance of at least 
one applicant who died before the policy was 
issued. He was accidentally killed, and under 
the Double Indemnity feature, which was al- 
so included in the policy applied for, his 
family was paid double the face of the policy. 
In that case, “twixt the cup and the lip”, 
something fell “in’’ and not “out”. 


Send for a New York Life Agent and find 
out all about it. 








New York Life Insurance Company, 346 Broadway, N.Y. 
DARWIN P. KINGSLEY, President 
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May Mean Thousands To You 





insurance plan. 
“Miracle” of Life Insurance. 


EADING of two Columbus Mutual Life Booklets may 
mean thousands of dollars to you. One is a Booklet of 
Bouquets, the other the “Miracle” story. 
candid expression of hundreds of Life Insurance men,—Agents, 
General Agents, Managers, and Executives—concerning the in- 
evitably large success of the Columbus Mutual System. The 
other is a reprint from a laudatory article in a well-known maga- 
zine for salesmen, detailing the fascinating history of the Brandon 
The Columbus Mutual is declared to be the 


Write your name and address on the margin of this adver- 
tisement and send to The Columbus Mutual at Columbus, Ohio. 
The booklets will be forwarded to you. If you think of a change, 
here’s your opportunity to get all the distinctive advantages 
The Columbus Mutual offers. No General Agents or Managers, 
no closed territory. No strings on renewals. 


The Columbus Mutual made fine gains in 1922 and will 
exceed them in 1923. It has passed 40 older companies in total 
volume and many others in yearly gains. 


The first is the 











W. L. MOODY, JR., 
President 


ASSETS 


Real Estate Owned...........- $ 917,417.61 
Mortgage Loans .......sssse 5,352,594.38 
Collateral Loams .........++++++ / 


Loans Made to Policyholders 


(on this Company’s Policies) 1,458,245.93 
ose ccccccecccccccccecocccce 4,214,350.01 
BOR scccceccecccsccce 1,718,881.46 
Certificates of Deposit ........ 7,848.15 
Interest Due and Accrued..... 316,604.78 
Deferred and Uncollected Pre- 
GRINMED oc ccccccccccccccccccccces 284,967.99 
Unearned Premiums on Fire In- 
surance Policies ..........++.+ 713.62 
WEAR, ccccncccccconcccceced $14,296,623.93 


eee eee nett eeee 





American National Insurance Company 
OF GALVESTON, TEXAS 


FINANCIAL STATEMENT, DECEMBER 3lst. 1922 


Gains Made During Year Ending December 3ist, 1922 





aa Ll Tah, 9ae.24 
LIFE INSURANCE IN FORCE, $181,457,796.00 
Paid Pelicyholders or Their Beneficiaries Since Organization, $12,540,100.96 


Ordinary Life, Industrial Life and Accident Insurance 
to Meet the Requirements of Every Insurable Person. 


Operates in Twenty States and the Republic of Cuba 


Ww. J. SHAW, 
Secretary 


LIABILITIES 


rience 3 and 3% cent). . .$11,202,951.35 
Special and Conting 
BONUIOE  accccusecasonssececsacee 173,682.08 
Reserves for Death Losses in 
Process of Adjustment....... 134,739.47 
Reserve for Taxes, etc........ 29, 
Miscellaneous Liabilities ...... 199,656.13 
Capital Stock....$1,000,000.00 
SIND | deinsineede 1,555,824.05 
Surplus Security to Policy- 
BED whncsenceccecessvacenens 2,555,824.05 
ls. wrecececcosncensecced $14,296,623.93 
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IS TO MAKE 


FRANK D. JACKSON, Pres. 





A MAN’S JOB 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


ROYAL UNION MUTUAL LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 


A SUCCESS 


SIDNEY A. FOSTER, Secy. 











CIVIC SPIRIT IS URGED 





NEEDED TO INSURE FUTURE 





Herbert N. Laflin of Northwestern Mu- 
tual Makes Public Spirited Talk to 
Chicago Association 





Speaking before the Chicago Associa- 
tion of Life Underwriters today at its 
“Northwestern Mutual Day” luncheon, 
Herbert N. Laflin, assistant counsel of 
the Northwestern Mutual, made an in- 
spirational address on American democ- 
racy, urging all life underwriters to 
pledge themselves to service for the 
community, state and country. He said, 
in part: 


Signs of Drifting 


“It must be obvious to the most 
casual observer that in the past decade 
we have been drifting from the funda- 
mental principles and ideals of the na- 
tional constitution. Principles ham- 
mered out through long centuries of ex- 





perience, tested in momentous struggles 
between men and nations are thrown 


ernment, but we have made the way 
easy for the political mountebank and 
demagogue. 


“Bloc” System Condemned 
“A symptom of our lapse from the 




















The National Underwriter, 
Des Moines, Ia. 
J. M. Dempsey, Mgr. 


Dear Sir: 


ing the Bulletins. 


Yours truly, 








While here last November you sold me the Diamond Life Bulletins | 
and I want you to know that you have done me a real service. Since then | 
I have closed a number of cases that I can give the Bulletins the credit | 
for. One Income policy with a premium of $1,896.75 and another with a 
premium of $4,900 and I had never sold an Income contract before receiv- 


THE TRAVELERS INSURANCE COMPANY 


L. F. Butler, President 
Hartford, Conn, 


Thanking you again for the service you have rendered me. 








into the discard. Today men are bring- 
ing forward with great acclaim ideas, 
schemes, proposals as governmental 
nostrums and panaceas that were tried 
and rejected as unworkable centuries 
ago. Expedients considered and re- 
jected by the framers of the Constitu- 
tion as impracticable, that have never 
worked from the days of Plato to Lenin 
and Trotzky. Men are losing faith in 
representative government. It is not to 
be wondered at when we view the pro- 
ceedings of our National Congress and 
of our several State Legislatures, the 
flood of legislation with which the land 
is deluged biennially. 
Remedy Is Personal Interest 


“The remedy, however, lies not in 
turning to schemes of half baked 
socialists and reformers, so-called, but 
in the more careful selection of our rep- 
resentatives. 

“Unfortunately, the primary election 
system is making it increasingly difficult 
to secure good men as candidates for 
public office. Such men are unwilling 
to run the gauntlet of our present elec- 
tion machinery, even if they have the 
price. While ostensibly increasing the 
power of the people, we have by our 
primary election laws actually put it out 





of our power to secure an efficient gov- 








* 10 So. LaSalle St. 





CONSERVATION OF BUSINESS 
nstating, revamping and cleaning up indebted 
pple me wer ey b= ery or eapente the Companies. 

Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronag® 
THE OTIS HANN COMPANY, Inc. 









Chicago, IIlinois 
— 





fundamental ideas of the constitution isf ment 
the appearance in Congress and thef Robe 
state legislature of the so-called bloc.§ introd 
Political parties dividing on questions§ The « 
of political principles and policies aref bill m 
legitimate, indeed essential, to the well-§ same 
being of the republic, but parties based§ life w 
upon sectional interests, class conscious-§ 48° 4 
ness or organized to promote the ad-§ panies 
vantage of a group as against the people thinks 
generally strike at the very heart off ‘he, fa 
America. “Th 
“There are other things sapping the § ™ Te 
institutions of America against which with ¢ 
we must ever be on our guard. Eternal § Dt it 
vigilance is the price of liberty. We are of the 
living in times of splendid opportunity Rober 
for service—service of our fellowmen,§ ““™*S 
of our community, of our state and na- bil 
tion. Never since our first President that tl 
assumed the oath of office on that April & they ¢ 
morning long ago has there been a time § jitions 
when strong, virile, militant, upstanding f ing of 
citizens were more needed than they are “la 
today. We know, or should know, that § situatic 
if American institutions fail, if the light § record 
No do 
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of liberty and democracy is ¢x-§ % the A 
tinguished, poetry can have no inspifa- him exp 
tion; society no charm; childhood no@ ace co 
laughter; the home no sanctity; the song § ‘tutes 
no melody; the arts no impulse; im @ Msuranc 
dustry no initiative; manhood no cout @ "suranc 
age. We know, too, that American life ‘vice c 
insurance, one of the choice fruits 0! "8anizir 
our democracy cannot hope to survive ane 
in character and form as we know it, §@ *ctured 
the free government in which it has 9 fubjects 
grown and prospered. as been 
“My message to you today as fellow — | 
servants in the household of life insur th n 191; 
ance is that you consecrate to the ser. § \* Ron 
vice of your community, your state and a a 
to this beloved land, every energy, every stand on 
ability, every talent and faculty with oo ard 
which God has endowed you.” Seen 
i OM ; is the tey 

Conference at Des Moines colleges, 

The Des Moines office of the New oat alone 
England Mutual Life is holding an all- the st 
day spring conference Thursday. cf In. mem 
eral Agent Clarence N. Anderson : de July, 
address the agents from all parts of the cole t 
state at the Des Moines Club and has tetigned ; 
arranged to entertain them in the eve anon | 
ning at the Wakonda Country Club. § the 4. 
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Actuary Brown Comments 


On Texas Robertson Law 


G. BROWN, actuary of the South- 
western Life of Dallas, Tex., no- 

* ticed in a recent issue a state- 
ment regarding a bill similar to the 
Robertson law of Texas that had been 
introduced in the Michigan legislature. 
The correspondent in referring to this 
bill made this observation: “This is the 
same provision that played havoc with 
life underwriting in Texas a few years 
ago and drove the larger foreign com- 
panies from the state.” Mr. Brown 
thinks that this is a mis-statement of 
the’ facts. He writes as follows: 
“The passing of the Robertson bill 
in Texas had nothing whatever to do 
with the question of life underwriting, 
but it did affect the investment practices 
of those companies concerned. The 
Robertson bill did not drive any com- 
ranies from the state of Texas—some 
companies simply withdrew when the 
bill was passed, feeling very confident 
that the bill would be revised so that 
they could reenter the state under con- 
ditions as they existed prior to the pass- 
ing of the bill, 

“I am making this statement of the 
situation simply in order to keep the 
record straight in regard to this matter. 
No doubt the bill now introduced in 
Michigan will meet with considerable 
opposition, but even so, it appears to 
me that the opposition should base its 
arguments on sound reasoning and not 
on the misstatement of the situation in 
Texas.” 


DUNHAM SUCCEEDS MANSFIELD 





Former Aetna Life Man Appointed In- 
surance Commissioner of Con- 
necticut by Governor 





HARTFORD, CONN., April 24—The 
appointment of Representative Howard 
P. Dunham of Wethersfield, Conn., as 
insurance commissioner of Connecticut 
by Governor Templeton, has been an- 
nounced. He will displace Burton Mans- 
field, Democrat, who has held the office 
continually since 1911. His present term 
expires July 1. The statutory term for 
the office is four years, and the salary 
$3,500 a year. Friends of Commissioner 
Mansfield have been active in a cam- 
paign for his retention in office. 

Colonel Dunham was formerly in the 
personal accident and health department 
of the Aetna Life, where his work gave 
him experience with the law of insur- 
ance contracts, the interpretation of 
statutes in the various states relating to 
msurance, and the regulations of state 
insurance departments. While in the 
service of the Aetna Life he assisted in 
organizing the Aetna Life Club and the 
Insurance Institute of Hartford, and has 
lectured frequently on various insurance 
subjects before these organizations. He 
tas been a special writer for several in- 
surance newspapers. 

In 1912 Colonel Dunham compiled for 
the Ronald Press Company of New 

ork a comprehensive three-volume 
work on insurance which has been the 

Standard reference on the subject in 
Practically every library of the leading 
msurance companies in this country, and 
is the text-book on insurance in several 
colleges. 

Colonel Dunham is inspector-general 
on the staff of Governor Templeton and 
‘Sa member of the present legislature. 
In July, 1921, he was appointed chief 
deputy United States internal revenue 
collector of Connecticut, which office he 
Tesigned in October, 1922, to become as- 
‘ociated in Hartford with Frank E. Bel 
m the stock and bond brokerage busi- 
ness under the name of Bel & Dunham. 


sliss Josephine Smith, daughter of Dr. 
Peter H. Smith, district manager at 
Riche ears: Va., for the Atlantic Life of 
April wa Was married in Petersburg 
that ort, ‘Wallace Duncan Blanks of 

city. Charles G. Taylor, Jr.. vice- 


President and actuary of the Atlantic 


ife, , 
ager oy Angus O. Swing, Virginia man- 
Suests, 


his company, were among the 


New Plans are Devised 
for Caring for Estates 


ANY life agents are now devising 

plans for taking care of a man’s 
wishes as to his life insurance. For 
instance, some men do not want all their 
insurance left on the monthly payment 
plan. At the same time they doubt the 
wisdom of their beneficiaries in pur- 
chasing securities. In order to meet 
this contingency a bank is made trustee 
and is authorized to purchase certain 
securities mentioned, at the death of the 
policyholder. Some policyholders revise 
this list of securities every year, when 
the premium is paid. They make up a 
list of gilt edged securities which can 
be recommended. The bank, therefore, 
is given authority to purchase the 
securities equal to the amount of the 
proceeds of the policies. The bank acts 
as trustee to handle the funds and dis- 
tribute the income. 


Franklin Life Banquets Rotary 


The Franklin Life of Springfield, IIL, 
was host to the Springfield Rotary Club 
Monday evening in the new home office 
building of the company. The reception 
was called for the installation of the 
new Rotary officers. President George 
B. Stadden of the Franklin Life, and 
Will Taylor, retiring president of the 
Rotary Club, were the hosts. 


Life Notes 


J. A. Maddox representing the Mis- 
souri Life at Columbus, O., was elected 
president of his Scottish Rite class at 
the spring meeting last week. 

Guy A. Ramsdell, manager of he Mu- 
tual Life of New York at Indianapolis, 
has been confined to the hospital by ill- 
ness for a week or more but is now 
improving. 

Herman F. Silzer of the Claude Fisher 
agency of the Connecticut Mutual Life 
at Des Moines is the proud father of a 
baby girl, born Tuesday morning. 
Mother and baby are doing well. 

Miss Edna Richmond of the Tice & 
Jeffers agency at Columbus, O., will dis- 
cuss “Women in the Life Insurance Pro- 
fession” at a conference on vocational 
guidance for young women to be held in 
Columbus this week under the auspices 
of the Y. W. C. A. 

Engagement of Miss Jane Davis Strud- 
wick to Edmund Myers Preston, Rich- 
mond, Va., is announced, the wedding to 
be celebrated in the early fall. Miss 


Strudwick is a daughter of Edmund 
Strudwick, president of the Atlantic 
Life, Richmond. 

J. Barry Mahool, former mayor of 


Baltimore and vice-president of the Eu- 
reka Life, and Samuel Keiser, leading 
producers of the State Mutual at Balti- 
more, are the incorporators of the 

Barry Mahool Company, which will con- 





“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 


Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 

















Acacia Mutual Life Association 


saseced re} for a | 


Insurance Issued in 1922 


Gain in Insurance in Force.....( “ “* “ )...... 21,462,605 
Insurance in Force 12-31-22..( “ © Risseee 122,685,100 
iat cohnens pines ceceumbeeasandsenteddessetees 6,828,345 
LAE LLL ARLE SELLS 2,214,850 
Ps cnccccecsncdoescnssneseneneeseess 431,446 


PROTECTION FOR MASTER MASONS 
Low Net Cost Masonic Service 


A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 











24,856 CLAIMS PAID IN 1922 


Most of the 24,856 claimants to whom we paid of $1,514,- 
924.33 for loss of time from injuries or iliness are still ad reg ly to 
their life insurance. These are delivered by our own 
to avail himself of a cordial introduction to the claimant's friends, or to 
provide the claimant himself with the additional life protection he intends 
to take sometime. 





We can use more good men to help deliver the 27,000 claim drafts we 
will issué during 1923. If you want to make MORE MONEY a letter with 
satisfactory references will bring you full e 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, President KANSAS CITY, MISSOURI 











SAFE AS A GOVERNMENT BOND" 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT «xe MONTHLY INCOME INSURANCE 


s]4eeam LATEST POLICIES AND AGENCY CONTRACT Eg'iaz ine 
Openings OHIO, IND. KY., MICH, and W. VA. Write Columbus 








A text book for beginners, a review book for experienced men, a book that every life insurance man should’ 
have—Jacob A. Jackson's “Easy Lessons in Life Insurance.” $1.50, including Quis Book supplement. The 





duct a general insurance business in 
Baltimore, 





| National Underwriter, 1362 Insurance Exchange, Chicago 








Standard policy forms are 


CONTINENTA 


EDMUND P. MELSON, President 


Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 


to female risks between the ages of 15 and 60. 
The entering of extensive additional territory is contemplated during the current year. 


now issued to male risks between the ages of 10 and 60 and 


L LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 





J. DE WITT MILLS, Secretary 
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tained through a permanent 
that pay the representative 
WES 


J.H. Leffler, 





The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. 


ERN RESERVE LIFE INSURANCE 
, Acting Presiden Secretary 


Permanent success can only be at- 
connection. The companies that stay are the companies 
in the long run. 


Co. 


Harry H. Orr, General 
INDIANA 


t John W. Dragoo, 
MUNCIE, 
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THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


“‘The Company With the Big Surplus’’ 





F or Information Address the 
Home Office at Cincinnati 











New England Mutual Life Insurance Co. 
87 Milk St., Boston 
December 31st, 1922 
$127,966,787.69 
121,028,068.67 
6,938,719.02 


Assets . 
Daebiitios. . wt tt 
ees ss oe Se 





The Dividend of $4,400,000, set aside to be paid in‘ 1923, 
is carried as a liability and is not included 
in the Company’s Surplus 




















Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan, 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 


and Females al ‘ke. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 














Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 


Mortality, 1922, 42% 
Interest earned upon mean invested assets 6.15% 
Assets of $109 to each $100 of liabilities. 


Business in force, Dec. 31, 1917, $54,193,000 
Business in force, Dec. 31, 1922, $152,530,000 


Excellent direct general agency contracts available for Missouri 
Kansas, Southern Ohio and Virginia 











DARBY DAY’S ANSWER TO BABSON 








ARBY A. DAY, Chicago manager 

for the Mutual Life of New York, 

and president of the Chicago As- 
sociation of Life Underwriters, has 
commented at considerable length on 
the Babson letter which created such a 
storm of protest from life underwriters 
throughout the country, summing up 
the situation in an able manner and 
putting the proposition squarely up to 
Mr. Babson. His comment is as fol- 
lows: 

Storm of Protest 


“Much has been published in the in- 
surance newspapers and journals both 
pro and con concerning the readjust- 
ment, switching, or twisting of life 
insurance from one company to another, 
or from one form to another in the same 
company. Mr. Babson has recently re- 
ferred to ‘a concerted drive against me.’ 
No one is driving against him, they are 
simply defending their own business, 
which they believe they know more 
about than he does, and he, no doubt, 
will concede that most of them should, 
having devoted perhaps as much time 
to the life insurance business and its 
study as he has to economics and statis- 
tics. 

“It is unfortunate indeed that he 
should have aroused the antagonism of 
the life insurance men for generally 
speaking they are of very good standing 
in their own community. They have 
more or less dealings in financial mat- 
ters; they are about 50,000 strong, and 
have, perhaps, 1,000,000 or more clients. 
A man having sold another life insur- 
ance must necessarily have his personal 
acquaintance, There are many bankers 
who do not know their depositors; there 
are many business men who do not per- 
sonally know their clients, but there are 
few life insurance men who do not know 
each and every one of their policy hold- 
ers. A great majority of them being 
in the personal friend class. 

“Life insurance men have submitted 
rather decidedly to attacks from all 
sources. The so-called ‘twister’ has been 
the most insidious of these attackers. 
He pulls down and destroys without 
coming out in the open; he breeds dis- 
satisfaction where contentment had pre- 
vailed; he impugns the honesty and in- 
tegrity of the man who sold the policy 
by alleging that it was not the proper 
form; that the man was overcharged; 
that there are hidden assets concealed 
within the contract which properly be- 
long to the policyholder and unrightfully 
are being held by the companies. 


What They Forget 


“He recommends the surrender of 
policies that have established reserves 
without entering into a full explanation 
of the various applications these re- 
serves could be put to; neglects to show 
—as in Mr. Babson’s Barometer Letter 
—that the reserve increases from year 
to year in surrender value; that the 
policy is incontestable, and regardless 
of what the particular reserve might be 
invested in, it is impregnable; that if he 
cared to leave the dividend additions in- 
stead of drawing a cash dividend, the 
increase in the face of the policy would 
be approximately double the amount 
declared in cash; that life insurance up 
to $40,000 is specifically exempt from 
federal estate tax, and to some degree 
specifically exempt from state inherit- 
ance tax in most states; that dividends 
on life insurance policies are in most 
cases exempt from taxation; that the 
reserve fund when withdrawn from a 
life insurance policy and invested in 
other securities for the sake of a larger 
return subjects the said return to taxa- 
tion; that the incomes of many men 
who are induced to surrender policies 
and invest the returns in other securities 
are large, hence, the income tax on the 
proceeds thefefrom is proportionate; 
that if the funds are invested in a tax 
exempt security that the earnings by 
the life insurance company are compar- 
able with it, the net earnings of most 





companies being between four and five 
percent, and many other features that it 
is unnecessary now to go into. 


What Is an Expert 


“The life insurance men who sell large 
insurance policies to clients, who are 
able to buy large insurance policies, are, 
in the main, honest, generally capable 
and well informed, and it is reasonable 
to be expected that the client will re- 
ceive fair treatment and a full explana- 
tion of the difference in character be- 
tween the several and various forms of 
policies. 

“The thing that aroused opposition to 
Mr. Babson’s Barometer Letter was the 
unfortunate use of the phrase: ‘Clients 
who take out large amounts of insur- 
ance will do well to consult a recog- 
nized life insurance expert—preferably 
one who has not insurance to sell,’ [ 
presume there are life insurance experts 
who have no insurance to sell, or no 
preferential prejudices in so far as com- 
panies are concerned, but in a quarter 
of a century of agency work I have 
never encountered one. 


Retraction Suggested 


“It is unfortunate that this simple 
little matter got so far in print as it 
did, and I am of the opinion that it 
could have been corrected and much 
publicity avoided had Mr. Babson seen 
fit at the beginning to issue just a sim- 
ple statement that he did not want to 
become an insurance advisor. A repe- 
tition of his last paragraph of the Bar- 
ometer Letter with some amendments 
would have sufficed, merely setting forth 
that he not only believes in insurance, 
as he states he does, but believes in the 
people who are handling it. 

“Insurance men have been his friends; 
I have heard him quoted from the plat- 
form; I have seen reference to his name, 
his good standing and counsel in corre- 
spondence, and they are not bad friends 
to have, for they see the biggest and 
best people in the business world every 
day, they come in personal contact with 
them, and I am afraid that now, unfor- 
tunately, most of them may feel a little 
resentful that he has attacked them and 
their methods and ways of doing busi- 
ness and that he has allied himself with 
the very small minority, ‘adjusters,’ ‘dis- 
interested experts,’ and ‘abstracters,’ and 
those, who in order to do business, must 
destroy the business already done by 











others, those who have no creative mind, 
but must reconstruct the work that 
others equally expert have accomplished, 
and always for a compensation. These 
people naturally will use his Barometer, 
and, in many instances, I think they 
will misuse it, for it is apparent that it 
was never his intention to be either 
actually or potentially an aid to them 
I wish Mr. Babson could see his way 
clear to issue a Barometer setting forth 
clearly that he is with the insurance 
man, as well as with the insurance 
business, both in principle and in ts 
scientific application, and that it 1s his 
belief that the men who are devoting 
their lives and their best efforts to the 
business are in- the main, honest, com 
scientious and capable. 


Is Worst Evil 


“Undoubtedly one of the worst evils 
of life insurance business is the tendency 
of policyholders to avail themselves, 0 
the surrender values of their policies 
putting the proceeds therefrom i 20? 
vestments that sometimes turn out g00® 
and sometimes turn out bad, but m any 
event immediately result in the reduc 
tion of the insured’s estate or a chang¢ 
in the program that he had outlined 0 
the building of a permanent estate. ficy 

“If it is logical to surrender a Po « 
five or ten years old, reinvest the _ 
derived therefrom and purchase ia i 
insurance to take the place of the © te 
would be equally logical to ager a 
the new policy five years hence an ~ 
on ad infinitum, the ultimate result bet 
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the arrival at an age where new insur- 
ance cannot be secured, or when the 
burden becomes too great to be carried. 
Fundamentally life insurance is founded 
upon the reverse, and, as is well known, 
life insurance companies are compelled 
to create and keep a reserve fund ade- 
quate to the amount of insurance out- 
standing. If all policyholders were to 
surrender their policies and reinvest the 
reserve funds in other investments every 


five or ten years, they might just as 
well buy term insurance in the begin- 
ning and subject themselves to new 
selection and advance premium rates at 
each period. While the new selection 
and increases in premium rates would in 
a measure take care of the company, it 
would be very unattractive to the pol- 
| icyholders, and that is exactly what sub- 
stituting old policies for new periodically 
brings about.” 











NEWS ABOUT 


LIFE POLICIES 








Policy Literature, Rate Books, etc. 


| PRICE, $3.50 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Digest” and “Little Gem,” Published Annually in May and April respectively. 


Supplementing the “Unique Manual- 

















ISSUE EDUCATIONAL SERIES 


Kansas City Life Has Put Out Short 
Term Endowments, Ranging from 
Five to Twenty Years 


The Kansas City Life has put out a 
full line of short term endowments, 
which, in line with the regular 10 and 
20-year endowments, give a series rang- 
ing from five to 20 years, for use in 
specialty sales of educational policies. 
The policies are designed to give the 
purchaser an opportunity to make any 
combination he desires in order to have 
a definite amount of money ready at a 
specific time for the education of chil- 
dren. If the child is 10 and a college 
education is desired, entrance being 
expected at age 17. a seven-year en- 
dowment would be taken out. The 
rates on these nonparticipating short 
term endowments for denominations of 
$1,000 and at five-year intervals are as 
follows: 


= = ‘= = 
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20 188.95 113.78 81.51 62.07 49.67 43.66 
25 189.07 113.93 81.87 62.43 50.03 44.03 
30 189.23 114.13 82.35 62.90 50.52 44.56 
35 «189.48 114.44 83.00 63.58 51.25 45.34 
40 189.88 114.95 83.95 64.61 52.42 46.61 
45 190.56 115.84 85.47 66.32 54.38 48.76 
50 191.87 117.53 88.03 69.26 57.75 52.46 
55 194.22 120.55 92.27 74.14 63.38 58.62 
60 198.23 125.69 99.23 82.22 72.65 68.68 


Philadelphia Life 

The Philadelphia Life has announced 
the issue of a new total disability clause, 
to be included in all policies on and 
after April 23. The definition of the 
words “total disability” has now been 
extended to provide that the benefits 
become immediately effective, both as to 
waiver of premium and annuity, as soon 
as it is established that insured is totally, 
continuously and permanently disabled. 
Also the benefit becomes available ‘when 
it has been total and continuous for a 
reriod of at least 90 days, even though 
the disability: may not be shown to be 
Permanent. There is no change in the 
premium, 





Conservative Life 

The rates given in the April 19 issue 
of The National Underwriter for the 
Junior 20-pay life policy of the Con- 
Servative Life of South Bend, Ind., were 
confused with the rates of some other 
Policy. The new policy form is issued 
at $1,000 denomination and is issued up 
‘o an amount of $2,500. Cash loan values 
begin at the end of the third policy year, 
although a premium loan may be ob- 
etned at the end of the second policy 
—. Benefits payable at the time of 
— of the insured are scaled up to 
_ hae face of the policy at age 8. 
*. le indemnity will be issued at age 
‘ and the waiver of premium being at 
—" without extra charge. Forasmall 
in th premium, the policy provides that 
tetea event of .death or permanent 
ficiar disability of the original bene- 
mo the company will waive all future 
- — The rates per $1,000 on the 

orm of Junior 20-pay life policy 

8: 


PENN MUTUAL RAISES LIMITS 


Philadelphia Company Announces 
Changes Which It Will Write 
and Retain 


The Penn Mutual has increased the 
limits written and retained. Formerly 
from ages 51 to 55 the limit retained 
was $75,000. The company will now 
retain $95,000 at age 51; $90,000 at age 
52; $85,000 at age 53; $80,000 at age 
54, and $75,000 at age 55. The old 
amount retained from ages 56 to 60 was 
$50,000 but under the new rules $70,000 
will be retained at age 56, reducing the 
limit $5,000 for each additional year of 
age until at age 60 the limit is $50,000. 
The old limit for ages 61 to 65 was 
$25,000. The company will now retain 
$45,000 at age 61, reducing the limit 
$5,000 for each additional year of age 
until at age 65 their limit is $25,000. 
These figures are for the amounts re- 
tained. The company will write a 
policy for an amount 50 percent greater 
for each age than it will retain. 

The Penn Mutual is now in the pro- 
cess of making up new forms of con- 
tracts to facilitate the sale of income 
insurance. The new forms will be de- 
signed to fit the individual needs of the 
prospect. A new development will also 
be announced on the endowment at 
age 65. 


American National 


The American National of Galveston, 
Tex., has announced several new fea- 
tures on its policy form liberalizing the 
age limit. The company will now write 
policies from age 10 to 65, inclusive. The 
policies will not however carry disability 
or double indemnity below the age of 
15 or above the age of 60. The new forms 
above age 60 are as follows: Age 61, 
$69.40; age 62, $73.20; age 63, $77.30; age 
64, $81.70; age 65, $86.40. Premiums for 
ages 10 to 14, inclusive, for the plans on 


which policies will be issued are as 
follows: 

Twenty-Payment Life............. $21.30 
Fifteen-Payment Life.............. 25.85 
Ten-Paymoent Life ......cccccscces 35.15 
Twenty-Payment Coupon.......... 26.85 
Twenty-Year Endowment.......... 41.70 
Fifteen-Year Endowment.......... 58.20 
Ten-Year Endowment............. 92.15 





J. L. Cole, who was recently appointed 
assistant superintendent of agencies of 
the Connecticut General Life, was in Co- 
lumbus, O., this week, the guest of 
George A. Bredehoft. Mr. Cole will visit 
several Ohio cities and continue his trip 
West. 


THE PENN MUTUAL 


is national in the scope of its operations. 

It is individual in the service that it 

renders to its members and to its field 
tatives. 

Back of your independence it is ready to 

stand as an economic bulwark. ; 


The PENN MUTUAL 
Life Insurance Co. 
Independence Square Philadelphia 
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HUTCHINSON, KANSAS 


STEPHEN M. BABBIT, President 

















a HE Chicago National 


ny 
Hore Life Insurance Com- 


SS] pany has special in- 
—“2 ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 
influence of 1200 stockhold- 
ers in both States. 







Five thousand leads received last 
month from our stockholders. 


Chicago National Anvderiwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 So. State St. Chicago, Ill. 
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@ Wisconsin has the best system of clear- 
ly marked State highways. These sup- 
plemented by County Trunk Systems, 
lend aid to the live insurance agent. 


@ Your motor will vote “aye” on the pro- 
posal: Come to Wisconsin. 


Natigegenal 













nsuranceLompany 
Home Office, Madison, Wis. 


Added Attraction: the Square Deal 
Agency Contract. It makes the 
agents path as smooth as the 
Concrete highway to Evans Bay. 

















PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 











Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 

















One Ideal 


With the Mutual Benefit successive 
managements have adhered to the 
principle of mutuality, being domina- 
nated by one ideal—that conveyed by 
the name of the Company. 


THE MUTUAL BENEFIT LIFE 


INSURANCE COMPANY 
Organized 1845 


Newark, N. J. 


ALWAYS PURELY MUTUAL 
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DETROIT PLANNING CONGRESS 


Has All Star Cast, Including Eliason, 
Rockwell, Cleary, McNally, Burruss, 
Tasney and Orbison 


DETROIT, MICH., April 23.—The 
Detroit association has set Monday, May 
7, as the day for its annual sales con- 
gress, seven of the leaders in the life 
insurance world having been engaged 
for the day’s session. The conference 
will be held at the Hotel Statler. The 
detailed program has not yet been 
arranged, but the program committee 
announces that the following all-star 
cast has been secured: A. O. Eliason, 
president of the National association; 
C. J. Rockwell, director of the Carnegie 
School of Life Insurance Salesmanship; 
M. J. Cleary, vice-president Northwest- 
ern Mutual Life; Frank T. McNally, 
Massachusetts Mutual, Minneapolis; W. 
B. Burruss, Provident Mutual, at Kan- 
sas City; Fred W. Tasney, vice-presi- 
dent Prudential, and C. J. Orbison of 
Indianapolis. This list of prominent life 
underwriters and platform men prony 
ises to furnish a day filled with business- 
getting ideas. The entertainment com- 
mittee of the association is expecting 
a record attendance and is making 
arrangements accordingly. 

x * * 


Minneapolis, Minn.— Members of the 
Minneapolis association listened to an in- 
spiring talk on salesmanship delivered 
at their monthly meeting last week by 
A. E. Richter, national sales manager of 
the Apex Electrical Distributing Com- 
pany. He said in part: 

“Every picture of real artistic value 
has a certain background. The back- 
ground of my subject is failure. Sales 
managers generally keep back some- 
thing from the salesmen. We tell the 
successes, not the failures. Out of 2,347 


salesmen in 1922, 1,482 have already 
failed—63 percent. Two failed where 
one made good. That is why it costs 


more to sell many products than to pro- 
duce them. The cost of carrying sales- 
men who fail runs from $500 to $1,500 
per man. This cost must be added to the 
cost of production. 

“Who is responsible, the salesman or 
the sales manager? The salesman pleads 
as excuses the crops, the weather, com- 
petition, etc. The manager blames the 
salesman. Is the true cause lack of in- 
dustry, sheer laziness, or discourage- 
ment? The sales manager alone is re- 
sponsible if his product is salable. If 
the manager looks up men before engag- 
ing them, the lazy will be eliminated. 
We must not allow men to go stale on 
the job. The incentive to work must 
be provided by the sales manager. That 
is what he is for. The best way to 
overcome inefficiency is by oversight, or 
supervision. Our salesmen must study, 
and attend meetings, read insurance 
papers, etc. 

“Lack of business 
another cause of failure. 
about business in general. 

“Another factor is the salesman’s at- 
titude toward his own job. There are 
men who are sorry for themselves. Self- 
pity is the greatest of all vices. That 
man has lost his punch and pith. It is 
imperative for the salesman to call con- 
stantly on the small buyer. 

“The average life insurance policy in 
1922 I would assume to be around $4,000. 
Every line of business, including life in- 
surance, must increase selling efficiency 
by helping the man on the job. How do 
men learn to sell, or to manage? The 
mortality in this line is heavy. Why 
not train employes? Courses in bank- 
ing have sometimes been offered by 2 
professor who got his information from 
books written by authors who never 
themselves earned enough to get into a 
bank. In many things we have gone 
from the practical to the ridiculous and 
illogical.” 


knowledge is 
Few know 


* * * 


Omaha, Neb.—The Omaha association 
will hold its regular monthly luncheon 
meeting Saturday, April 28. The special 


speaker will be C. D. Wagner, general 
agent for the Delco Light Company in 
Omaha, 
talk, 


Mr. Wagner will give a sales 





DISCUSS “DEBT INSURANCE” 


Davenport Association at April Meeting 
Hears Attorney on Application of 
Policy Benefits 


A discussion of the aplication of life 
insurance proceeds for the payment of 
debts featured the April meeting of the 
Davenport association, A. E, Carroll, 
prominent Davenport attorney, present- 
ing a paper on the subject in which he 
outlined the Iowa law relating to this 
particular phase of the work.. Mr. Car- 
roll said that this question is an im- 
portant one and is becoming more so as 
business life insurance becomes more 
popular. Agents are now finding many 
cases where life policies are wanted for 
application in some particular debt and 
yet under the Iowa statute and the stat- 
utes of many other states this cannot be 
done without special arrangement be- 
fore the death of the assured. The Iowa 
law provides that the avails of any life 
or accident policy are not subject to 
the debts of the deceased, except by 
special contract or arrangement, nor to 
the debts of the beneficiary incurred 
prior to the death of the deceased. This 
clause in the insurance laws has been 
expanded from year to year by the leg- 
islature until it is now a very wide 
clause exempting proceeds of life polli- 
cies from the debts of all concerned, 
including the heirs of the beneficiary, 
unless specifically arranged for. It is 
intended that life insurance proceeds 
shall inure only to the beneficiary or 
the heirs of the beneficiary and not to 
the creditors of either the policyholder 
or the beneficiary. Mr. Carroll sug- 
gests that in order to properly handle 
this phase of the settlement of a life 
policy, the agent should advise the pol- 
icyholder to take out a policy of insur- 
ance payable to the estate for the pur- 
pose of paying debts.. The proper 
method would be to make the estate the 
beneficiary in the policy; then arrange, 
as provided by law, specifically that the 
proceeds of the policy are to be used 
for the payment of the debts of the 
deceased. In order to make the matter 
more clear, if the deceased has had cer- 
tain fixed obligations that he wanted to 
take care of by the policy, it is better 
that these be named and designated, 
though, if its purpose is to provide for 
all debts, then a general provision to 
that effect can be set out in the will. 

* * * 

Philadelphia, Pa.— The Philadelphia 
association has gone on record in favor 
of “daylight saving” for this city and 
state, on the ground that the proposed 
change in the clocks would aid both the 
business and recreation of its members. 
Other supporters of this move are the 
Penn Mutual Life, Provident Mutual 
Life, several life insurance agencies and 
various fire and casualty interests, be- 
sides 500 or more commercial and in- 


dustrial houses in Philadelphia. 
6 & 6 
Birmingham, Ala.— The Birmingham 
association will hold a sales congress 


May 11. A. O. Eliason of St. Paul, presi 
dent of the National Association of Life 
Underwriters; J. W. Bishop of Chatta- 
nooga, his assistant for the southern 
district; Frank Fitts, insurance instruc- 
tor; Dr. Lee Bidgood and Dr. George 
Lang of the University of Alabama will 
be among the speakers. An attendanct 
of 500 or 600 life insurance men and 
others interested is expected. The seS- 
sions will be held at the Tutwiler Hote’. 


* * * 
Little Rock, Ark.—Fred Lelaurin of 
the Mutual Life was elected president of 


the Little Rock association at a meeting 
last week. He succeeds Allan Gates of 
the Union Central. Frank Goodman ws 
elected secretary and Jack Rivers, vic® 
president. The new executive commit 
tee is as follows: J. J. Harrison, Alla 
Gates, G. W. Pardee, Mrs. Mary Elle? 
Marshall and John Agar. 

More than 50 members attended the 
meeting and 20 companies were repre 
sented. H. H. Conley, manager of thé 
New York Life, made an address 
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association, 
in the way of benefic 
general 
well as life insurance 

A feature of the 


instruction for the 


LIFE INSURAN ICE EDITION _ 














which he reviewed the practical achieve- 
ments that had been gained through the 
both nationally and locally, 


ial legislation and 
public as 
agents. 


program was com- 


munity singing, led by M. W. Gannaway, 
° and quartet selections by the Century 
ting Class quartet of the First Methodist 


of Church 
*x* * 
Los Angeles, Cal, 





Samuel McCurdy, a 


the New York Life, is to be the chief in- 
structor of the course in life insurance 
salesmanship given by the Y.M.C.A. 
under the auspices of the Los Angeles 
association and the Managers’ Club of 
this city. He will have the assistance of 
various field men from the local agencies 
and home offices in Los Angeles, each of 
whom will lecture upon that phase of 
the business which his success has quali- 
fied him to speak with a degree of 
authority. 


p= of the Los Angeles agency of 
| 
| 
| 
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Mr. Life Insurance Agent: 


Do liberal first year commissions mean 
anything to youP 

Do non-forfeitable renewals mean any- 
thing to youP 

Does a Home Office contract mean any- 
thing to youP 

Does: close co-operation and assistance 
mean anything to youP 


Are you getting what is coming to you 
in this way? 

Do your family and you receive just com- 
pensation for your labors? 

Are you desirous of a connection that 
will enable you to do this? 

Can you show a clean record and are you 
interested? 


Territory in 
Missouri, Illinois, Louisiana, Arkansas and 
Kansas 


Address D-73 


Care The National Underwriter 






































We are now offering our 
“Complete Protection Policy’’ 


— that is — 
ORDINARY LIFE .. IF YOU DIE 
20 PAY LIFE .... IF YOU LIVE 
= 


KANSAS, MISSOURI 
and ARKANSAS 





Complete Protection 








GOLDEN RULE AGENCY CONTRACT 





Full information about our Agency and ted 
Policies can be secured by opr oon aaa 


LOUIS A. BOLI, Jr. 


Agency Director 





WICHITA KANSAS 



































































open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 


Burlington, Iowa 











Capable Policy-Placers 


Can always find a satisfactory oppes- 
tunity for work with this Company in 

good territory—men who can ect 
the premiums as well as write the ap- 
=. Why not make inquiry 


"aion Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of 
Agencies 
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AMERICAN LIFE 
REINSURANCE CO. 








OFFICES 


DALLAS, 411-415 Magnolia Building 
CHICAGO, 29 S. La Salle St. 





Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








A. C. BIGGER 
President 





FRED D. STRUDELL 
Secretary 


BERT H. ZAHNER 
Chicago Manager 


MORTON BIGGER 


Assistant 


Secretary 





“THE COMPANY OF CO-OPERATION" 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex 


This is a service our men 
appreciate these days 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «2.7. Bids.) IOWA 














TERRITORY | 
SOUTH DAKOTA | 


IOWA 
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MISSOURI 
Berkshire Life. 141,500 257,281 
Acacia Mutual Life. 2,065,050 10,516,700 
American Natl, Tex. 865,365 11,323,119 
Bank Savings, Kan. 6,000 362,000 
Bie TA 20020 ¢0,00 130,000 125,000 
Bankers Res., Neb... 711,453 4,299,499 
American Centl., Ind. 1,747,710 9,150,055 
Business M. Assur.. 605,090 1,544,495 
Bankers Life, Neb... 239,802 3,812,115 
American Life, Tex. 1,741,200 2,810,073 
American Natl., Mo.. 983,208 4,941,258 
Bees EAD ccccecese 5,545,158 31,699,851 
Columbian National. 2,308,99 11,846,912 
Comonwealth, Neb. 559,500 2,585,549 
Central Life, Ia..... 362,47 1,649,221 
Columbus Mutual, O. 54,000 54,000 
Central States, Mo.. 4,654,732 16,157,182 
Central Life, Ill.. 132,663 523,031 
Connecticut General 408,000 651,000 
Connecticut Mut..... 4,528,478 24,637,410 
Capitol Life, Colo. 176,024 1,046,139 
Continental, TIl.. i 1,227,299 
Continental, Mo. 5,867,981 
Farmers Natl. . 1,527,595 
Fidelity Mutual.... 7,195,680 
Federal Life, Ill..... 86% 1,544,265 
Equitable Life, Ia... 3,247,030 15,393,254 
Frahklin Life ..... 90,619 11,099,438 
Equitable Life, N. Y Y.12; 911,257 64,239,672 
Farmers & Bk., Kan. 287,001 1,093,077 
Home Life, N. ¥... 1,781,196 10,795,880 
Girard Life......... 27,554 54,726 
Guardian Life, N. Y. 3,359,585 15,791,157 
John Hancock Mut. L. 5,238,671 40 005,850 
Great Southern Life 1,430,146 1,853,911 


Great Northern 
Guaranty, Ia........ 
International L., Mo. 


11,000 

109,960 2,346,693 
7211. ose 22,829,892 

2,770 


Illinois Life......... 11,437,385 
Lincoln Lib., Neb.. 18/000 113,000 
Lincoln Nati., Ind... — 652,344 630,105 
0 Pett 615,579 1,636,708 


Liberty Natl., Mo.. 1 

Kansas City Life. :10,1 . 
Metropolitan Life. ..33,148,375 169,733,625 
Massachusetts Mut.. 6,097 

New England Mut.. 2,7 


Mutual Benefit...... 4,942,493 44,902,318 
Prudential ......... + 18,005 -002 97,718,503 
Michigan Mutual.. 529,135 1,178,847 
National Reserve. 19,500 19.500 
Natl, L. & A,, Tenn. 950,900 1,401,956 
Manhattan Spee 353,765 1,970,751 
North Amer. Ate. ail. 599,748 3,300,795 
Natl. Life, U.S 48,25 4, et rtf 
Mutual Trust, it 12,463 63 
Northwtn. Mut., Wis.11,737,376 86, 258. 566 
United State Life. 410,358 1,868,861 
United L. & A., N. H. 03,000 1,686,765 
Union Mutual’ ‘Me. 377,191 3,975,966 
Wovelers Sginteah don 7,289,622 34, 516, ats 
estern & Southern 1,121, ise 2,272,714 
vestern Un., W 1,000 
Bankers Mut., Ill 1, 043, 000 3,025,000 


—— 
































KANSAS 
Western Natl., Wyo. 807,500 664,000 
State Life, Ind...... 490,425 4,704,794 
United States Life.. 19,000 103,360 
arety | ¥ wl vies - 189,391 522,064 
United L. & A., N. H. 126,000 327,105 
Western Un., Wash. 15,000 140,885 
Standard Life, Ill... 252,500 714,867 
Phoenix Mutual.. 172,647 2,564,605 
Natl. Reserve, Kan.. 4 711,250 11,519,750 
Missouri S. Life.Ord. 1,139,582 8,594,986 
Missouri S. Life...Gr. 588,550 1,025,502 
Minn. Mutual Life. . 536,211 1,140,698 
Midland Life, Mo.. 2,046,000 8,838,083 
Mutual Life, Md..Ind. 554,016 427,220 
Merchants Life, Ia... 100,500 894,029 
Manhtn. M., Kan.Ord,. 1,554,218 2,820,704 
Manhtn. M., Kan..Gr. 44,000 104,900 
Lincoln A. & L., Neb. 45,000 51,000 
Lincoln Natl., Ind.. 330,369 330,369 
Liberty Life, Kans.. 3,097,700 11,586,200 
International, Mo.... 1,194,940 8,012,156 
Kansas City Life... 3,856,680 15,477,694 
Gr. Southern, Texas. 1,012,500 1,207,000 
Guardian Life, N. Y.. 333,357 3,241,385 
Berkshire Life...... 10,165 44,665 
Bank. Reserve, Neb. 1,027,256 7,847,609 
Bankers Life, Ia..... 3,268,070 25,996,409 
Amer. Home, Kan.. 674,647 5,335,254 
Bank Savings, Kan.. 2,781,375 17,186,118 
Continental, Mo..... 900,319 2,095,156 
Cloverleaf ..... Ord 19,267 57,228 
Cloverleaf ...... BG.  sessce 1,125 
Columbia Natl....... 1,336,992 7,643,840 
Central Life, Ia..... 475,034 2,520,443 
Federal Res., Kan... 2,728,500 5,830,500 
Commonw ealth, Neb. 538,000 2,733,211 


Connecticut Mutual Life—Up to and 
including April 19 of the current year it 
has issued $28,921,670 of insurance as 
compared with $21,324,554 in 1922 and 
$28,847,504 in 1920, which represents an 
increase of $7,597,116 and $74,166 over 
the corresponding periods of the years 
1922 and 1920 respectively. 


JUDGMENT AT LITTLE ROCK 


Peculiar Decision in Arkansas in Case 
of Man Killed After Signing 
Reinstatement Blank 





In a peculiar’ case at Little Rock, 
Ark., Mrs. Rozell Duncan was given 
udgment against the Aetna Life for 
$6,000, the amount of a policy held by 
her husband, Jerry C. Duncan. Mr. 
Duncan was assassinated five minutes 
after he had signed an application for 
reinstatement but before the application 
had been mailed. 

The policy was written in 1916 but 
Mr. Duncan allowed it to lapse in 1917. 
On June 17, 1922, according to the ev- 
idence, he received a proposal from the 
company to sign an application for re- 
instatement and send his check for $25 
and his note for the remainder of the 
overdue premium and have the policy 
reinstated. It is said that he signed 
the application and the note and sat 
down to luncheon intending to mail the 
letter immediately afterward. He heard 
an altercation in front of the house, 
stepped out to investigate and was shot, 
death coming shortly afterwards. The 
court decided that his intentions to com- 
ply with the company’s instructions by 
signing the note bound the insurance 
company to its agreement. 


Stuart Thompkins, Seattle, Wash., 
branch manager for the Missouri State 
Life, was a visitor to the home office 
the past week. He and Roy Denny, new 
Portland, Ore., branch manager, were ac- 
companied east by Horace Mecklen, gen- 
eral agent for the New England Mutual 
at Portland. Mr. Mecklen after a brief 
stop-over in St. Louis went on to Louis- 
ville, Ky., and later attended the New 
England Mutual's branch managers’ con- 
vention at Washington, D. C. 















SF Ordinary Life pecan 
Industrial Life Insurance 
Realth § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presipent W.S. BEARDEN, Secy-Treas. 


THE NATIONAL LIFE & ACCIDENT INSURANCE @'¥ 


HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 




















J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 














All Sorts and 


Conditions 


Life is complex; made up of all sorts of people in all kinds of 
conditions. The physically fit mingle with the physically unfit— 
the latter.often unaware of their defects. 

Later, however, one is sold on the idea of Life Insurance. Prob- 
ably the agent worked months before bringing him to the point of 
signing the application. Then it develops that he is physically 
unfit and is rejected. 

Time, effort and money lost; sales expense climbing another rung. 
Medical Life, however, writes a Sub-standard policy which will 
meet the needs of those of all sorts and conditions. 

Pansy be well worth your while to inquire about this particular 
policy 





Every Medical Life agent sells Standard—Sub-standard and 
Child’s Endowment policies, a wonderful agency combinaion. 


” 
cd 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


E. E. BROWN I. G. LONDERGAN 
Agency Supervisor Secretary 




















Double Indemnity 





BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 
Our Policies Provide for 


Disability Benefits 
Reducing Premiums 
SEE THE NEW LOW RATES 


ORGANIZED 1850 


INSURANCE CO. 





66 BROADWAY NEW YORK 
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Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was the first American legal 
reserve life insurance company to pay cash dividends. For more than seventy-five years 
it has consistently made dividend returns to policyholders, and, except for an occasional 
slight decrease in schedule, has maintained an upward trend in its returns. 


In 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to policyholders $32,832,839, equalling about 4% 
f the amount of 1922 premium receipts. 
For terms to producing Agents address 


The Mutual Life Insurance Company 


34 Nassau Street, New York 


of New York 














Dec. 31, 1912..... 
Dec. 31, 1922..... 
The net returns paid on funds left with the Company is 4.8 per cent. 


1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Company of Stability and Progress, 
Safe 


ty and Liberality 


Admitted Assets Insurance in Force 
since alle $12,431,725.00 $ 67,326,327.00 
veveand cade 44,995 738.00 313,132,592.80 


For information regarding agencies 


Address:—Home Office: Des Moines 











To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 
For Contracts and Territory, Address 


H. M. HARGROVE - President 


Beaumont, Texas 








National Underwriter Company, 


,“"Easy to read, easy to digest. easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of ‘‘Tlasy Lessons in Life Insurance.”’ a text and review book with quiz supplement. $1.50 The 


1262 Insurance Exchange. Chicago 








Home Office: 





The Guardian Life Insurance Company 


OF AMERICA 


Established 1860 under the Laws of the State of New York 





Figures from the 63rd Annual Statement which show 
the soundness and strength of the Company: 


Paid-for Business, 1922 - - - $35,422,225.00 
Insurance in Force - - - - 206,310,800.00 
Admitted Assets - - - - - 42,778,214.11 
Liabilities - - - - - = - 36,973,311.84 
Surplus and Dividend Fund - 5,804,902.27 





For information concerning opportunities in the field force 


of The Guardian, address 


T. LOUIS HANSEN, Vice-Pres., or GEO L. HUNT, Supt. of Agencies 


50 Union Square, New York 


NEW PLAN IS FAVORED 


STRESSES INCOME FOR LIFE 


Fidelity Mutual Life Reports Agents 
Are Writing 43 Percent of 
Business on That Plan 


PHILADELPHIA, PA., April 24.— 
Frank Sykes, manager of agencies for 
the Fidelity Mutual Life, says that the 
agents of his company are writing 43 
percent of their new business on the 
income for life plan. Policies can be 
written to pay to the insured an income 
for life maturing at each five-year period 
from age 50 to 65. The company in its 
advertising is stressing the income for 
life idea. It has increased the age 
limit on its total disability clause from 
age 60 to 65, thus closing the gap during 
which full protection was not given 
before the maturity of the policy. 

The theory of the company is about 
the only things that can happen to a 
man to cut off his earning power are 
death or disability. If he is totally dis- 
abled prior to age 65 his policy will 
provide an income until age 65 and it 
will then mature as: an annuity. Mr. 
Sykes feels that by the time a man has 
reached the age of 65 he has discharged 
his obligations to his family and is very 
apt to be alone in the world. His in- 
surance can be of greater value to him 
by being written to provide an annuity 
at age 65 than to continue as protection 
for dependents. 


DU PONT ON LIFE INSURANCE 


Millionaire Manufacturer Says Federal 
Taxation Was Responsible for 
His Heavy Purchases 





Arthur H. Ortmeyer. district agent 
for the Northwestern Mutual Life at 
Evansville, Ind., has received a very 
interesting letter from P. S. Du Pont, 
powder manufacturer at Wilmington, 
Del., in which he tells how his invest- 
ment in life insurance was brought 
about. Mr. Du Pont carries life insur- 
ance to the amount of $4,000,000. Mr. 
Ortmeyer has used the Du Pont letter 
in some of his advertisements in local 
newspapers. The letter says: 

“My investment in life insurance was 
brought about nearly entirely through 
the conditions of federal taxation. 
While. in general, I think life insurance 
good for the average man, my own in- 
vestment cannot be quoted to support 
that idea. In my opinion, the federal 
inheritance tax, as well as the income 
tax, is the nation’s greatest peril at this 
time, and more so because the effect of 
the course pursued will not be felt until 
irreparable damage has been done. The 
taxes do not fall upon the rich, as is 
popularly supposed. I doubt if the ac- 
tual personal expenditures of any rich 
man are materially curtailed on account 
of the income or inheritance taxes. In 
fact, these taxes are a direct burden 
upon industry, i. e.. production of the 
community as a whole. The result is 
a large increase in the funds disbursed 
bv politicians who are ill fitted for their 
task. ; 
“T regret that I cannot claim that my 
life insurance is a ‘constructive invest- 
ment’ or ‘business building program.’ I 
should rather put it ‘investment against 
destruction.’” 


Life Notes 

Ralnh Humphreys. assistant to the 
vice-president in charee of agencies, 
Penn Mutual Life. and formerly superin- 
tendert of its home office agency. left 
recently on a week's business trin which 
will take him to Detroit and the other 
Michieran arencies of the comnanvy. 

Mr and Mre, Jesenh Herzhere herve 
returned +a Milewankee from an extended 
wseation trin threneh the south, Mr 
Herzhere who is Wisconsin manorer of 
the ordinary denartment of the Pruden- 
tial, recertiv observed the 25th enniver- 





Provident Life 
Insurance Company 
Bismarck, North Dakota 
Insurance in Force, $13,500,000 
H. H. STEELE, F. L. CONKLIN, 








President Secretary 

Cc. L. YOUNG, H. B. BEACH, 
Vice-Presiden Ast. Sec. and Actuary 
Jj. L. BELL, WwW. H. BODENSTAB 


Treasurer Medical Director 

















Only high-type men and women can obtain 
contract to represent this company. 
Open territory in Ohio and Minnesota. 
Interesting General Agent’s contract di- 
rect with Company backed by real co- 
operation. 





Currron Matoney Jackson Ma.oney 
President Vice-President 


A. Mosecey Horxins, Manager of Agencies 





Home Office Building 
11 N. BROAD ST., PHILADELPHIA, PA. 

















New York 


WM. A. MARSHALL, President 





The 63rd Annual Report shows 


Premiums received during the year 1922.$ 7.369.835 
Payments to Poljcybolders and their 
beneficiaries in Death Claims, Endow- 
ments, Dividends, Etc...... . 106.16 
Amount added to the Insurance Reserve 


‘unds 2 
Net Interest Income from Investment 2,110,92. 
($722,352 in excess of the amount 
required to maintain the reserve.) 
Actual mortality experience 52.87% of 
the amount expected. . 
Insurance in Force... : . 252, 163.0 
Admitted Assets ...........ecceeeeeees 46,253 
FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 
Building 
CINCINNATI, OHIO 





HOYT W. GALE 
General Manager for Northern Ohio 
233 Leader-News Building 
CLEVELAND, OHIO 


— wd 











earv of his connection with the Pruden- 











tial. 


FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“S, ggesticns for Increasing 
Your Income’”’ 
and would be pleased to send 2 coPY 


to every Life, Fire and Accident 
Agent in 


Ohio, Illinois and Kentucky 








HOME LIFE INSURANCE CO. | 
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Advertising and Careful Preparation 
for Interview Have Put Jack Keenan of 


Kansas City in the Two-Million Class 


ERSONAL production of $2,461,000 

between March 1, 1922, and March 

1, 1923, in addition to supervision 
of a general agency handling 63 coun- 
ties, is “going some.” The tale of “how 
it’s done” is instructive reading for any- 
body—especially since the “secret” can 
be adopted by anybody selling life in- 
surance. 

Jack Keenan, general agent at Kan- 
sas City of the International Life of 
St. Louis, is this producer; and his 
fundamental method is simple enough: 

“Work like the devil night and day.” 

There are a good many additional, or 
specific, details, in his program, both as 
producer and as general agent. Two 
eléments in his success are particularly 
striking. One of these is his advertis- 
ing, the other is the way he painstak- 
ingly lays the track to his chosen pros- 
pects. In both of these respects he 
“goes the limit.” 


Advertises Consistently, 
Steadily, Extensively 


Mr. Keenan is one of the very few 
general agents or personal producers 
who advertise consistently, steadily, 
extensively—and in the same business- 
like way that distributors of merchan- 
dise and of some other sorts of service 
advertise. He spends about $5,000 a 
year on advertising; and he gets real 
results from this money because he 
studies out his campaigns and writes 
the copy himself. He gets a punch 
into the copy—for his company and for 
Jack Keenan. 

He has made a definite effort at a 
very definite objective, just as a dis- 
tributor of merchandise would aim in 
advertising to build his business. He 
has tried to put “Jack Keenan” on the 
map, to make his name known as a 
provider of life insurance. About a 
year ago he adopted a slogan, which is 
used practically in all his advertising: 
“Keenan Writes the Keenest Kon- 
tracts.” It’s a phrase that sticks, and 
helps people to remember the name. 

_ Newspaper space is the central thread 
in his advertising program. He selected 
one of the daily papers, and his adver- 


usement, two-inch double column, 
eight-inch double column, _ six-inch 
three-column, appears regularly, stead- 
ily every week. He uses substan- 


tial space, in which he can get attention, 
and say something. Mr. Keenan stud- 
les the matter of advertising as sedu- 
lously as he studies the matter of pre- 
senting a proposal for a_ half-million 
dollar policy to a big prospect. This 
space he pays for is intended to build 
business, to bring returns, to interest 
People in life insurance and his life in- 
surance service. 


Timeliness Is Big 
Feature of His “Ads” 


Perhaps the most striking quality in 
the Keenan advertisements are their 
timeliness.” A goodly proportion of 
them touch subjects on which nearly 
verybody is thinking at the moment. 
‘Anniversaries such as Christmas, Fourth 
of July, Mothers’ Day, are reflected in 
Gene advertisements, with direction of 
pened to service of life insurance in 

Mnection therewith. Important local 
tvents or happenings are used as basis 
or advertisements—this being possible 
oy Mr. Keenan writes the copy 
“ f, with the aim of attracting at- 
7 ion and arousing interest of the peo- 
thin around him, who see the same 
ps re and are affected by the same 

Aditions, as himself. His own sales 


e . r 
— Provide cues for advertise- 
S—responses to particular phrases 


and ideas, indicate that people generally 
would respond to such phrases and ideas 
in copy. 

He uses very many of the local media 
that are often frowned upon by “scien- 
tific media analysts,” such as weekly 
society publications, lodge bulletins, 
theater programs. 

He is especially fond of space in pro- 
grams of “home talent” productions— 
of high cchool pupils, for instance. 

“I want to get into them,” he said. 
“They don’t have to ask me to take 
space. If they don’t solicit an adver- 
tisement from me, I take a lot of trou- 
ble to find out how to get in, and send 
the advertisement. They know I like to 
spend money with them for advertising 
—and so they annreciate my patronage 
all the more, feeling that they are ren- 
dering me a service—and the result is 
that they help me to get results, to 
prove the justification of my faith.” 


“Copy” Exploits “Old 
Line Life Insurance” 


Mr. Keenan uses a coupon frequently 
in his newspaper advertising; and has 
found it a wonderfully helpful feature. 
The coupon is often attached to an ad- 
vertisement of a special contract; but 
also appears in copy exploiting “Old 
Line Life Insurance”’—the person who 
answers the advertisement with the cou- 
pon signing the following request: 
“Kindly send me information concern- 
ing Old Line Life Insurance.” 

It is curious to note that some of 
these advertisements say exactly the 
same things that any agent can say 





phout life insurance in general; there 
is no special advantage indicated for 
patronizing Mr. Keenan or buying In- 
ternational Life insurance—and yet the 
public answers these suggestions, and 
buys life insurance from this office. 
Evidently a great many people say to 
themselves, “The old time religion is 
good enough for me.” 

‘he copy varies widely in its appeal 
from week to week, however, in the 
course of a few months touching the 
tastes, ideas and interests of a great 
many classes. 


Advantage of Business 
Secured by Advertising 


The big advantage of business se- 
cured through advertising is thus stated 
by Mr. Keenan: 

“The man who answers an advertise- 
ment, whether with a coupon or other- 
wise, is asking me for service. I go to 
him to help him get the thing that he 
wants and he believes I can help him 
get. I don’t approach him as one try- 
ing to get him to do something that he 
isn’t sure whether he wants to do or 
not. 
“So, when I serve him, and help him 
to get what he wants, he is almost al- 
ways eager to secure the same assis- 
tance for his friends. If he happens to 
be a grocer, say in a suburb, and I 
happen along there later, and drop in 
to say hello, he’s sure to ask me to 
call on a friend who needs insurance 
and knows he needs it. My friend usu- 
ally has told his friend of me.” 

Really, there you have the keynote of 
Keenan’s method—he gets the prospect 
to seek his help in provision of life in- 
surance for needs. The prospect comes 
to him with the request. The principle 
works in plain sight, in the case of 
prospects who respond to newspaper or 
other advertising in person or by mail. 

Here’s the way the principle is used 








SUGGESTIONS FOR THE INTERVIEW 








HE new life insurance agent is 

frequently disconcerted when he 

gets in a prospect’s presence be- 
cause he finds himself unprepared to 
meet the objections or the arguments 
that are brought up. The veteran in 
the cause has been through the mill 
and can tell pretty well just the ex- 
cuses that will be presented. Darby A. 
Day’s office of the Mutual Life in Chis 
cago has gotten out a brief bit of ad- 
vice as to what an agent may be con- 
fronted with in a business talk and how 
to meet these objections. It says: 

Haven’t you frequently left a pros- 
pect’s office, and upon going over your 
remarks, as well as his, come to the 
conclusion that if you had prepared 
your talk and fortified yourself with 
answers in probable objections you 
would have secured his application? 
You know he should have insurance; 
in fact, he admits it, but your unprepar- 
edness made him the master of the in- 
terview, instead of you. 

The best rule for thinking on your 
feet, for thinking quickly in a business 
talk, is, strangely enough, not to think 
at all during the process. Do your 
thinking beforehand. Sometimes peo- 
ple call upon you and talk so fluently, 
so much to the point, and answer so 
cleverly every objection that you make, 
with such instant power of thought, 
that you are astonished at their ability 
in quick thinking. 

The salesman who seems so quick- 
witted, who meets all your arguments 
so cleverly, is not thinking quickly on 
his feet. He did his thinking before- 
hand; he planned and prepared his talk, 
and he even planned and prepared your 





questions, and your objections, and 
then prepared his answers and explana- 





tions, he prepared the entire conversa- 
tion between you and him. So far as 
you are concerned, the conversation is 
original. To him, it is something an- 
ticipated and previously prepared for, 

You have something to sell every 
time you call on your client or prospect, 
whether it be services, advice, or solici- 
tation for insurance. At any rate, the 
impression you make will determine the 
success of your future relations. Sit 
down then quietly at your desk and 
think out, and even write down, every 
question, every objection that your cus- 
tomers or clients might make. Do not 
omit any question whatever. Think 
out, and write down, favorable ques- 
tions and unfavorable questions, wise 
questions and foolish questions, easy 
questions and difficult questions. Omit 
nothing. Anticipate everything that 
could possibly be asked. 

Sit down and write out the character- 
istics of the different types of persons 
whom you are likely to meet. Write 
out the favorable questions that are 
likely to be asked by every different 
type of person.- Write out the unfavor- 
able questions that are likely to be 
asked by every different type of person. 
Write out the objections that are likely 
to be made by every different type of 
person. Summarize the most frequent 
objections. Prepare especially detailed 
answers to the most frequent objec- 
tions. 

“I cannot afford it.” Show him that 
he cannot afford to be without insur- 
ance. 

“I don’t need it now.” “I may buy 
later,” and many others that you are 
familiar with, you will be surprised how 
you will increase your volume by pre- 
paring your answers to objections. 





in the cases of prospects that Mr. Kee- 
nan selects—for he does select his pros- 
pects very carefully, especially for the 
larger policies: 

He so arranges a situation that the 
selected prospect will seek his acquain- 
tance, bring up the subject of life in- 
surance, and ask him for advice and 
assistance, 

Of course the process isn’t as cold- 
blooded as that sounds. It comes about 
quite naturally, in the course of Mr. 
Keenan's active social life in Kansas 
City, his extension of acauaintanceship 
and friendship, his real and lively in- 
terest in people and their affairs, his 
cheerful readiness to help them in other 
matters than life insurance. Because 
of these tendencies, it happens that 
friends with whom he has never dis- 
cussed insurance will some day, after 
six months or a year of close associa- 
tion, bring up the subject of life insur- 
ance, and ask his advice. It does some- 
times happen that he can tactfully inject 
life insurance as the solution of some 
problem or situation that a friend has 
revealed to him, and on which this 
friend has asked advice. But in such 
cases, the life insurance advice is not 
accompanied by a direct suggestion of 
buying life insurance from Keenan. The 
friend is the one who makes that sug- 
gestion, and the service extended is ob- 
viously sincere and thougtful, because 
given from one friend to another. 


Selecting Prospects for 
Corporation Insurance 


Mr. Keenan writes many policies of 
over $190,000, the largest recent one 
being for $500,000, in November, 1922. 
About a third of his business is in pol- 
icies on the lives of business men for 
the benefit of corporations. Because of 
the importance in the volume, of the 
larger policies, the selection of prospects 
is particularly interesting. This is a 
continuous process, prospects being 
noted who may not be subjects of im- 
mediate sales incidents for months-— 
even for a year. When one is selected 
not personally known to the agent, a 
considerable preliminary program is 
sometimes required to bring about the 
desired contact under the most favor- 
able conditions. The steps are inter- 
laced; there is no prescribed and definite 
series of steps thereto. Somebody is 
found who has more or less direct con- 
tact with the prospect, with whom the 
agent is already friendly. This one in- 
troduces the agent—not as an insurance 
agent, but as a good fellow—to another; 
after this contact has developed suit- 
ably, an introduction is secured one 
step closer to the prospect. And so 
down the line, until the casual and 
social relations with the prospect are 
secured. Then weeks and months may 
pass, before the psychological moment 
comes, and life insurance springs up 
spontaneously in conversation. 


“Contacts” Are Key 
to Big Production 


The long interval between selection 
of prospect and final insurance service 
incident, might seem to hold hazards. 
But apparently the least of Mr. Kee- 
nan’s worries is the diversion of this 
prospect’s interest in life insurance to 
some other agent. He bides his time 
with patience and confidence, knowing 
that when the situation develops to 
the point where the prospect feels the 
need of life insurance, he will be asked 
for suggestions. 

“Contacts,” friendly contacts, are the 
key and cue to this agent’s big personal 
production. They are not contacts 
which he initiates directly and immedi- 
ately for the purpose of presenting the 
subject of life insurance; but contacts 
which are friendly and casual, ripening 
into friendships, in which the prospect 
does the advancing to the subject. 

Mr. Keenan is a member of a large 
number of civic and social bodies, and 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 
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Nearly 1 44 Million Policies Now In Force 


Only four other life insurance companies in America have 

more policy contracts in force than this company. A study 

of the following growth in ten years is invited: 
Jan.1,1913 Jan.1,1918 Jan. 1, 1923 


Assets ............-$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 














knows a surprising number of their 


members. He is active, socially, in all 
of them. 

The newspaper advertising brings 
people into contact with him on their 


initiative, seeking his service. The wide 
circle of friends brings people into con- 
tact with him, who of their volition— 
having inevitably, through the advertis- 
ing and otherwise learned that he is a 
life insurance specialist—initiate discus- 
sion of life insurance. 

Here is a rather significant and inter- 
esting result of this method of estab- 
lishing contacts having as one ultimate 
outcome the service of the agent on life 
insurance: It is seldom that price of 
policies is discussed, or need to be dis- 
cussed. There is no price competition 
in the case of the man who responds to 
an advertisement—he is after service. 
There is no price element in the case of 
the friend who asks advice—he wants 
real service. The service is appreciated, 
really appreciated; and because of the 
confidence existing, there is seldom any 
thought in the insured’s mind regarding 
the possibility of saving a dollar or so 
a thousand—even if he could get the 
kind of insurance that his needs call 
for, at a lower price elsewhere. 

Another advantage of this method oi 
bringing contacts to the selling stage, is 
that the agent need never speak dispar- 
agingly of another company. In fact, 








any reference to another agent or com- 
pany may be cordial and complimen- 
tary, even enthusiastic—for the agent 
must be honest with these who trust 
him, and he sincerely declares that the 
companies named, and the agents rep- 
resenting them, are sound, their prices 
for their policies and service fair. The 
agent may even urge the prospect to 
secure his service and protection from 
some agent whom he may know well, 
and trust, if he has such in mind. 

This system also lowers resistance 
amazingly in the following up of asso- 
ciated leads when one of a group is 
written. It is Mr. Keenan’s practice 
to work each small field intensively 
when he has written one in an office, 
to push the sales in that office imme- 
diately. Such incidents as the follow- 
ing are fairly common: The writing of 
one official of a company, who had been 
a prospect for several months, for $100,- 
000; then the writing of three hundred 
thousand dollars on other officials; then 
the writing of more than $50,000 on 
clerks, stenographers, and others in the 
establishment. 

All this personal production, and the 
study and work it involves, is done co- 
incident with general direction of the 
agency, in which Mr. Keenan has, how- 
ever, the efficient help of his brother 
Frank, who handles agency immediate 
management and detail. 
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FIELD WORK CALLS FOR TACT 


G. R. Boyce Tells Industrial Producers 
That Diplomacy Is One of the 
Essentials to Success 


Diplomacy or tact was the subject 
taken by George R. Boyce, vice-presi- 
dent of A. M. Castle & Co. of Chicago, 
in the fifth of a series of sales talks be- 
ing given before a group of industrial 
men, recently. Mr. Boyce said that 
diplomacy was one of the essentials in 
making a super-salesman and enabling 
that man to handle big propositions, and 
that a big proposition is no more diffi- 
cult to handle than the small one. He 
said that the man in the industrial field 
encounters the same obstacles as sales- 
men of big ordinary policies and thus 
should study out the same essentials. 
He continued as follows: 

It is not always a question of what to 
say or what to do; it is often more tact- 
ful to leave things unsaid or undone, as 
the best course of action, or to keep from 
offending the customer. Many sales 
have been spoiled by an indiscreet word 
er action, even after the business had 
practically been secured. From the time 
you meet the buyer or prospect until 
you leave him, it is necessary to think 
well before making a statement or com- 
mitting an act; to revolve in your mind 
whether or not it might be distasteful 
or offensive to your customer. 

Better leave unsaid anything pertain- 
ing to religious or racial questions, per- 
sonal afflictions or habits of the cus- 
tomer, as one never knows of a weak 
spot in the thin ice upon which he is 
treading. 

In selling, it is absolutely necessary 
to command the buyer's undivided atten- 
tion, and if he be engaged in some other 
important work or conference, it will 
be much better to postpone your visit 
with him until some time when his mind 
is not absorbed with other matters. In- 
stead of a hurried and unsatisfactory 
eall, you later on will have an oppor- 
tunity to lay your proposition before a 
person who can net only give patient 
consideration to it, but also one who will 
probably be pleased by your previous 
tact in deferring your call. 

There are many small ways in which 
to be tactful: for instance the univer- 
sal custom of handing a cigar to a buyer. 
It can be done diplomatically or un- 
diplomatically. It is only a custom; gen- 
erally used to promote sociability. 

Familiarity is also classed under this 
essential. I know that many young 
salesmen may feel somewhat discour- 
aged, perhaps envious, when hearing a 
competitor call the buyer by his first 
rame and show familiarity in other 
ways. But let me assure you that no 
salesman has ever lost prestige by being 
respectful. I have known buyers so inti- 





mately that no one could be in a better 
position to call them Bill, Jim or John 
than I. Still, knowing their dispositions 
and make-up, I have always addressed 
them as Mr. And it is especially tactful 
to do that in the presence of their em- 
ployes. I have never known an instance 
where the defaming or uttering of de- 
preciating remarks about a competitor 
has gained anything. On the contrary, I 
have known of many instances where 
want of tact has acted as a boomerang 
upon the defamer. If you cannot speak 
well of a competitor, it is far better to 
say nothing about him. And it seems 
to me that this discourtesy is practiced 
all too violently in the insurance busi- 
ness. 




















Western & Southern Changes 


The Western & Southern Life 
the following changes: 

Assistant Superintendent G. L. Bon- 
nage, Toledo north, has been promoted 
to superintendent of the Pittsburgh 
south district, succeeding Superintend- 
ent W. C. Lore, transferred to Steuben- 
ville, O., where he succeeds Superintend- 
ent E. W. Maurer, who has also been 
transferred to Detroit east. 

Assistant superintendent W. H. Craven, 
Sharon, Pa., has been promoted to Su- 
perintendent of the Oil City, Pa., district, 
succeeding F. W. Taylor, who has been 
transferred to Pittsburgh east. 

The good work of the following men 
has merited their prometion to assistant 
superintendent: 

*. J. Granzier, Cleveland Edgewater. 

E. Gehrlein, Erie, Pa. 

J. C. Boyd, Toledo north. 

N. Hess, Oil City, Pa. 

The detached assistancy at Greenville 
has been transferred from the Oil City 
district to New Castle, Pa. 


makes 


Life Insurance Company of Virginia 

The Life Insurance Company of Vir- 
ginia has announced the promotion of 
Assistant District Manager E. A. Brooks 
to be a traveling inspector. A. E. Call 
now assistant in the Wilmington, N. C» 
district, will be promoted assistant man- 
ager in charge of Florence, S. C., district. 

Agent N. E. Hudson has been promot 
to assistant district manager in the wil- 
mington district to succeed Assistant 4 
E, Call. 

Assistant District Manager R. L. Me 
Conehay, Cleveland, O., has resigned, 2” 
Agent Berthold Weil will be promoted @ 
succeed him. 


Tennessee National Promotions 
The National Life & Accident of Chat- 
tanooga announces the appointment 7 
three new superintendents: J. FE. er 
drick at Montgomery, A. P. Hornbuck 
at Atlanta and A. E. Morris at Pi 
burgh. All of them have 
good records for the company tions 
respective cities and the promo 
come as a merited reward for service. 












